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NEW HOME OF THE GREATEST ILLINOIS COMPANY 


Corner Lake Shore Drive and Scott Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 ......... 2.6.6.6 ccc cee eee $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 


Year ing Dec. 31.1916 | Year Ending Dee. 31, 192! INCREASE 


Interest Income..| $ 620,562.65 | $ 991,613.43 $ 371,050.78 
Premium Income. 2,419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets. . 12,946,337.03 19,413,846.72 6,467,509.69 
Insurance in Force 80,280,589.82 136,485,045.27 56,204,455.45 


ILLINOIS LIFE INSURANCE COMPANY 
CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 
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“Thirty-eight years 
without the loss of a 
cent of principal or 
interest to a single 
investor.”’ 

















Cate B.Colli 








Collins Farm Mortgages 
Are Based Upon 
Absolute Safe Titles— 


A THOROUGH, careful system insures every purchaser 
of a Collins Farm Mortgage against loss through de- 
fective title. Every abstract is given a careful examination 
by an attorney specializing in title matters, and the borrow- 
er receives no money until the title has been pronounced 


perfect. 


Furthermore, the tax lists of each county in our field are 
checked each year and we take care of the unpaid taxes if 


any exist. 


Still further, we guarantee each title ourselves. We also 
guarantee the security behind each mortgage to be as re- 
presented by us and if upon reinspection it is not found to 
be as represented, we will, upon demand in writing, redeem 
it at its face value and accrued interest, or replace it, at the 
option of the purchaser. 


One of a series of advertisements 
addressed to the insurance men 
of the United States. 





Oklahoma City, Okla. 
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DUFFIELD NAMED NEW 
HEAD OF PRUDENTIAL 


Forrest F. Dryden to Retire As 
President of Company on 
Account of Health 


NEW EXECUTIVE’S CAREER 


Like His Predecessor He Has Had 
Long Experience With Company 
Which He Is Now to Head 





14.—lorrest 
half years 


NEWARK, N. 
F. Dryden, for ten 
president of the Prudential, resigned his 
office today, his resignation to be ef- 
fective Sept. 1, the months 
leave of absence granted him by the di- 


J., Aug. 
and a 


when six 
rectors because of his ill health wilt ex- 
pire. He will be succeeded by Edward 
D. Duffield, been vice-presi- 


who has 











DUFFIELD 
of Prudential 


EDWARD D. 
New President 


dent and general solicitor of the com- 
1913, and has been acting 
the Mr. 


pany since 


president during absence of 
Dryden. 

Mr. Dryden has been in poor health 
several years, and more especially 
since 1920 following a severe surgical 
operation for mastoiditis, which nearly 
proved fatal. On March 1 President 
Dryden was given a six months’ leave 
of absence, and with his family went 
South, and thence to Bermuda; subse- 
quently he sought the seclusion of a 
New England mountain resort, where 
he will probably remain tor some time. 


ior 


President Dryden's Career 


in 1864, Mr. Dry 
Phillips Andover 
\cademy, Andover, Mass., and after 
duation entered the employ of the 
(CONTINUED ON PAGE 17) 


Born in Bedford, O., 
educated at 


den was 





TO MAKE STRONG BID! WHEELER IS TO SPEAK 


CHICAGO SEEKS CONVENTION 


| 


Jules Girardin Will Present Advantages 


Moines to Make Active 
Fight 


—Des 


for Meeting 


rhe Chicago Association of Lit 
Underwriters is preparing to make a 
strong bid for the next annua! conven 
tion of the National Association of Life 
Underwriters upon the assembly of the 


body at Toronto next week. The Chi 
cago underwriters have organized fot 
this purpose and are now pledging an 
amount sufficient to properly finance 
the convention without calling upon 
the association funds The convention 
fund was well started by a pledge tor 
$1,000 from Darby A. Day, Chicago 


manager for the Mutual Life of New 
York and president of the Chicago As 
sociation, and Jules Girardin, Phoenix 
Mutual general agent, who is in charge 
of the work, is assured of the pledging 


of sufficient to care for the conventien 
in royal manner. Mr. Girardin will 
present the invitation to the Toronto 
convention and, as he has often said, 
he seldom returns from a hunt with 
out his game His platform mannet 
is a vote-puller and may influence the 
loronto delegates 
Will List Many Advantages 

It is pointed out by the Chicago 
lite underwriters that their city, which 
has not entertained the association 
since 1911, 1s a most appropriate loca 
tion for the great convention and 
could handle it far easier than any 
other city. The central location im the 
country is referred to as one of the 
features of first importance and_ the 
Chicago men are assured that they 
could get more than 3,000 delegates to 
a convention held in their city Hotel 
facilities could not be equalled and 


assembly 


there are countless plac cs 
that could be secured to hold the en 
tire convention The recreation ques- 
tion could be easily cared tor in Chi- 
cago The financial backing given to 
the project is also mentioned as an in 
ducement, assuring excellent treatment 
throughout the convention It is now 
helieved that Mr. Girardin will present 
the invitation alone, as Mr. Day is not 
expected to attend. He will be unablk 
to reach Toronto in time for the con 
vention, as he is to be one of the speak 


ers before the agency convention of the 
Franklin Life at Springfield, Ill, at that 


time. He has, however, worked per 
sistently on the convention plans and 
nas scured ane excellent delegation 
from the Chicago association 


DES MOINES APTER MERTING 


DES MOINES, IA., Aug. 15.—Des 
Moines life underwriters want to bring 
the 1923 convention of the National 
Association of Life Underwriters to 
Iowa’s capital city. Fourteen prom 
nent members of the local association 
have chartered a special car and leave 
Sunday night for Toronto The Des 
Moines ce levation will he headed by 
©. G. Wilson, president of the lowa 
Association of Life Underwriters. Mr 
Wilson. who is with the Bankers Lif 
ol lowa will extend the othicial n 








FINISH MILWAUKEE PROGRAM 
Well Known Banker Will Address the 
Annual Meeting of the Ameri- 
can Life Convention 


lhe program tor the American Lite 
Convention has been completed, there 
having been one number added _ sinc 
the initial program was sent out. Harry 
A Wheeler, Chicago, vice-president 
Union Trust Company, former presi- 
dent of the Chicago Association of 


Commerce and former president of the 


(Chamber of Commerce of the United 
States, will give an address on Thurs 
day afternoon, Sept. 21. The meeting 


starting the 
Commissioner 
and Phil 
the Mil 


will be held in Milwaukee 
previous day. Insurance 
Platt Whitman of Wisconsin 
A. Grau, executive director of 


waukee Association of Commerce, will 
give welcome addresses 

One of the interesting teatures of th« 
meeting will be a symposium of field 


a discussion ot which will fol 
Wheeler’s address Thursday 
Che subjects are: Ethics in 


proble ms 
low Mr 


afternoon. 


the field, ethics in the home office, se 
lecting salesmen, educating salesmen, 
developing professional ideas, holding 
our men 

The Legal Section will meet at the 
Hotel Wisconsin m Milwaukee, Sept 
18-10 

Legal Section Program 

The program for the legal section ts 
not vet completed, but papers wall be 
prepared on topics Of interest to lite wm 


Wil 


surance lawyers and presented by 
list Marshall Bullitt, Louisville Ky 
| \. Stebbins, Chicago; Wm. Ross 
King, editor of the Legal Bulletin of the 
\merican Lite Convention Omaha 
Nebr Benj ] Hegler, weneral counse!l 
Great State Life, Wichita, Kans.; Fran 
cis V. Keesling, general counsel, West 
Coast Life, San Francisco; and Thomas 
] Pyne Ke neral counsel National Life 
& Accident, Nashville, Tenn 

It is hoped this will be the largest 
meeting since the organization of the 


Phe subjects presented for dis 
to the 
Tr compan . 


section 
cussion will be of interest execu 
tives as well as counsel of tl 





Provident Getting More Space 


separation ofthe Prov 
Philadelphia mto 
office build 
altered to provide addi 
The life company 


owing 


\s a result of 
dent Life & Trust of 
two companies, the home 
ing is being 
tional 
reports 


business 


floor space, 
steadily gw 


the tirst of lw year 


volume ot 


since 


tation to the convention to mect next 
vear in this city 
Des Moines will make its campaign 
on the fact that the convention should 
come to the middle west in 1923 Che 
insurance men point out that the east 
has now had its share Ihe gceograph 
ical argument will be dwelt upon by 
Mr. Wilson in |} address of invita 
tion Roy Heartman of the Equitable 
f New York, member of the execu 
tive ommittee of the National Asso 
ation, will second the invitation, In 
dentally the lowa men belhre that 
Mr Heartma ould make ‘ 
ly ' ly ter ve t 











INSURANCE SALES, FOR 
SIX MONTHS OF YEAR 


Some Deductions Drawn From 
Review by the Sales 


Research Bureau 


IMPROVEMENT 


Some States Exhibit Much More Life 
in the Way of New Insurance 


IS FOUND 


Business 





The | rt 
at Carnegi 
the 


Insurance Sales Research 


Institute has gotten 


out a review of present trend m 


lite msurance sales during the first six 


months of 1919 While the aggregate 
hgures represent only a_ portion of 
| the business done in each territory, the 
Bureau says that the number of con 
tributors ts great enough to secure a 
rehable mdication of territorial condi 
tions. 
Gradual Improvement Noted, 


Phe 


Bureau tinds that during the first 


half of the year there has been a grad 
ual improvement im lite msurance sales 
beginning in the mdustnal centers of 
New York, New Jersey and Pennsyl 
vania, and gradually spreading over the 
country Ranking the districts accord 
ing to percentage gamed over business 
during the same period of 1921, it finds 
that the Pacifie territory has made the 
best record with a gam of 14 percent 
This gam is mostly due to the remark 
able advances of California Che mid- 
dk Atlantic states together gamed 8 
percent This is the most encourag 
inv feature of the six months’ develop 
ment owthe to the chormous compnrer- 
cial mportance of this territory. 
New England Shows Increase 
rhe Bureau says that as im other 
lines of business, the clouds of depres 
sion over life insurance sales have lifted 
first from the commercial and industrial 
stronghold of the cast and are now 
gradually being dissipated from the 
agricultural, mining and other produ 
tive regions The New England states 
show rain of 4 percent Che real 
advances have occurred in the indus 
trial sections, particularly Massachusetts 
and Rhode Island. The five great mid 
lle western states cast ol the Missis 
sippi all register slight gains over last 
year, except Illinois, which is 1 per- 
cent behind. The southern group from 
Virginia to l.ouisiana as a whole has 
just broken even with last year. Che 
prairie states west of the Mississippi 
represent a slack & percent of meeting 
the 1921 attainment Nebraska alone 
of this group ha held tts own 
Phen follows the southwestern 
group, with Texas and Oklahoma trail 
ng and Arizona and New Mexico torg 
ne ahead The western mountain 
states hve produced only three fourths 
as much business as in the first half 
; 19° 1 
Phe Research Bureau has analyzed the 
t three onths of 1922 and the sec 
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ond three months of 1922. The first 
quarter produced 99 percent in com- 
parison with the first quarter of last 
year and the second quarter produced 
over 104 percent. At the end of March 
17 states were running ahead of last 


year, two were even and 30 running 
behind. For the second quarter, 24 
states ran ahead of 1921, four were 


even and 21 were below 1921. 

Coming right down to date, the Re- 
search Bureau finds that the total gain 
for the United States in June was more 
than 5 percent of June last year. The 
immediate ones is encouraging. As 
the result of California’s enormous 
stride, the Pacific group for June leads 
the field in new business. The middle 
Atlantic district stands very high with 
surpassing June of last year by 14 per- 
cent. The New England states are 7 
percent ahead and the eastern central 
group 4 percent. The middle west, be- 
yond the Mississippi, exactly equaled 
1921 production in June. The western 
states show 98 percent, the southwest- 
ern 96, and the south 94 percent. 


District Is Erratic 


Southern 
The southern district is the most 
crratic of all sections this year, exhibit- 
ing very spotty conditions and wide 
variations from month to month. The 
heaviest increases to date have been in 
Arkansas. A zone of good conditions 
runs from that state through Tennes- 
see to North Carolina. The latter had 
the heaviest increase of any southern 
state in June. Georgia and Florida, 
although registering 100 percent tor 


six months, both fell short in June. 
The most discouraging region is Vir- 
ginia which continues to run consid- 
erably behind 1921 production. 


Nebraska Makes Good Showing 


In the west central section, Missouri 
has shown steady improvement. Ne- 
braska has been the brightest state in 
the group. Iowa has made good gains 
from a poor beginning. Kansas has 
been running about one-fourth behind 
1921 until June. Minnesota is_ still 
somewhat behind and the two Dakotas 
are very backward in their sales. 

Ohio is running a little ahead of last 
year, and Michigan has exhibited a spurt 
in the last two months. Indiana was 
slow in getting a start, but is now go- 
ing good. Wisconsin has been ahead 
each month until a reaction set in in 
June. Illinois is the slowest state in 
this group and lost a little ground even 
in June. Texas and Oklahoma have 
made rather poor records to date, but 
now show signs of revival. Texas is 
about 10 percent behind last year’s fig- 
ures and did not have a very satisfac- 
tory June. Oklahoma is slightly past 
the mark. 

; New Jersey Was Banner State 

In June, New Jersey was the banner 


state of the middle Atlantic group, not 
i entire 


only for this district but for the 
United States. The District of Co- 
lumbia and Maryland have been ad- 
vancing rapidly. New York is 1 per- 
cent farther ahead of last year than 
Pennsylvania. It shows a. slightly 
more favorable record than Pennsyl- 
vania. Delaware is the only state in this 
section which had a poor record in 
June. 


Situation in Canada 


The Bureau in commenting on Canada 
finds gradual improvement rising out of 
a severe depression last winter. The 
months of this year up to and including 
Jure show the following ratios with the 
corresponding months last year: Janu- 
ary, 75; February, 80; March, 77; April, 
82; May, 88, June, 96. The aggregate 
Canadian figures for the first half year 
are 83 percent of 1921 figures 

Sales Index Is Given 


The subjoined table gives the sales 
index of the United States for June and 
will be studied with interest. The per- 
centages in the three columns represent 
respectively: 

I. Ratio of the month’s new busi- 
ness to the business of the correspond- 
ing month last year. 

(CONTINUED ON PAGE 17) 
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FOREIGN DATA SOUGHT ALL CLUBS TO M [EET BALTIMORE. 


INQUIRE ABOUT REINSURANCE | 


Kansas Department Wants to Find 
Whether Companies Are Still Liable 
to Foreign Nationals 


TOPEKA, KAN., Aug. 15.-—The big 


life companies which recently reinsured | 


a considerable part or all of their busi- 


ness in foreign countries have been 
requested to give the Kansas depart- 
ment some information about it. Su- 


perintendent Travis has sent letters to 
the New York Life, 
Equitable of New York asking for 
detailed information about the reinsur- 


ance and whether or not the companies | 


are still liable for claims from the na- 
tionals of foreign governments. 
Seymour Ballard, secretary of the 
New York Life, had an engagement 
for Wednesday with Col. 
plain the transactions of that company 


in the reinsurance of its-foreign busi- 
ness. It is expected that conference 
with officials of the other companies 


wil! be arranged shortly. 
Asked to Produce Contracts 


The companies have been asked to 
produce copies of the contracts of re- 
insurance either between foreign com- 
panies or foreign governments where 
the reinsurance was direct to the gov- 
ernment. The companies have also 
been asked to submit a balance sheet 
showing the assets and liabilities as of 


June 30, 1922, w hich would indicate the 
changes in the condition of the com- 
panies financially during the process 


of the reinsurance. 

Col. Travis is of the belief that 
unless the governments have signed the 
releases of the companies that the 
companies are still liable for the pay- 
ment of claims on policies held by na- 
tionals of other countries where the 
business has been reinsured. Unless the 
releases are absolute the department 
feels that the companies must maintain 
regular against these foreign 
policies and be prepared to meet the 
claims which will arise. 


reserves 


Has High Premium Average 


P. J. Flanagan, who leads the Roch- 
ester, N. Y., agency of the 
Life of New York in new 

for July, has an average of $76.73 per 
$1,000 for the first seven months of 


this year. 


Mutual Life and | 


Travis to ex- | 


Equitable | 
premiums | 


——— 


|/NEW YORK LIFE CLOSES YEAR 


| Largest Membership on Record in 
Producers’ Organizations Which 
Meet This and Next Month 


New York life producers close their 
club year this week. Qualification for 
Topnotchers Club, the $200,000 Club 
aud the $100,000 Club is determined 
upon the production for the fiscal year 
ending August 15. The company has 
announced plans for the various club 
meetings in different parts of the 
} country and it is expected that there 
will be a record attendance at all club 
gatherings. It was the goal of the 
| company to qualify 1,000 members in 
the $200,000 Club this year in 
|of Vice-President Buckner’s twenty- 
fifth anniversary. While this goal will 
probably not be reached on account of 
the slump in business in the south, it 
will be very nearly approached and a 
new total gained, as several days before 
the close of the club year there were 
950 qualified on a written basis. Ex- 
cept for the southern territory, the 
company’s production has been excel- 
lently maintained and the club mem- 
bership increased far above last year’s 
figure 


Top Notchers at Banff 


The Topnotchers, the organization 
which includes the 200 leading produc- 
ers of the company throughout the 
United States, will meet in Banff, Can., 
Sept. 7-14. All of the company execu- 
tives will be present at this meeting and 
an unusual week of educational material 
will be given those in attendance. Im- 
mediately following the Topnotchers’ 
convention the Western $200,000 Club 
will meet in the same place for three 
days. For this gathering from Sept. 
14-17 all of the executives of the com- 
pany will remain. The Eastern $200,000 
Club will meet in Murray Bay, Quebec, 
from Aug. 31 to Sept. 5. The Central, 
Northwest and Great Middle Depart- 
ments of the $100,000 Club will meet 





in West Baden, Sept. 27-29. At this 

meeting Superintendent of Agencies 
| L. S. Lindsay will be the company ex- 
| ecutive present. 





“Clayt” Hunsicker of the Fidelity Mu- 
tual Life recently, president of the Phila- 
delphia Association of Life Underwrit- 
|} ers, is on a three weeks’ motor car tour 
{ot New England with his wife 


New BUSINESS (PAID BAS/S) 





honor | 





| 





‘WINS CUP 
MUTUAL LIFE’S CONVENTION 


Agency Leaders of the Company Met 
in Vancouver.—M. A. Tenny of 
Seattle Is President 


VANCOUVER, CAN., Aug. 15.—At 
the gathering of the $250,000 Club of 
the Mutual Life it was announced that 
the Baltimore agency was the winne: 
of the MacGregor cup for the new year 
The cup, offered by Alexander Mac- 
Gregor, one of the company s big busi- 
ness producers in Boston, goes to the 
agency of the Mutual Life reporting the 
largest number of members to the club 
per million of agency requirement. The 
Sioux Falls, S. D., agency captured the 
trophy in 1920, while the Baltimore 
agency was the winner in 1921, as it has 
again been this year. Any office win- 
ning the cup three times in succession 
retains it as its own property. M. A. 
Tenny of Seattle was elected president 
of the club for the new year, his record 
entitling him to such honor. 


Men From Home Office 


The gathering of the $250,000 Club 
as well as that of the $125,000 Club of 
the Western Division, was attended by 
members from 48 states of the Union, 
and from all parts of Canada. The head 
office was 40 by Vice-Presi- 
dent George Dexter, Superintendent 
of Agencies | The K. Sargeant, Col 
Fred G. Dexter, agency inspector, and 
Col. S. P. Morgan, agency supervisor. 

The conventions were in charge of 
the Managers Association’s special 
committee, made up of C. R. Posey of 
Baltimore, Julian S. Myrick, New York 
City, and Darby A. Day, Chicago. 

This committee had the direction of 
the various gatherings held during the 
year, at each of which matters of par- 
ticular concern to the field men were 
discussed at length, and an exhibition 
of salesmanship given. 


Piggly Wiggly’s Group Policy 


\ group insurance policy has been 
sold to the Piggly Wiggly Stores, Inc 
It provides $1,700 for the manager of 
each store. The contract stipulates 
that there shall be a payment of $500 at 
death and $100 a month for a year. In 
case of total disability, the total 
amount of $1,700 wil be paid in weekly 
installments for five years. 


5, 
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EQUITABLE OF IOWA IN 
ANNUAL AGENCY MEET 





Detroit, Mich., Headquarters for 
Large Attendance of 
Representatives 


DISTRIBUTE THE MEDALS 


President Nollen, Orbison, Lawton and 
Rice, Among Speakers—Excel- 
lent Entertainment Features 


DETROIT, MICH., Aug. 15.—The 
annual agency convention of the Equit- 
able of Iowa began here today with the 
largest attendance which has ever been 
registered for any meeting of this com- 
pany. The address of welcome was de- 
livered by J. Fred Lawton, president of 
the Detroit Life Underwriters Associa- 
tion. with a response from President 
Nollen. 

Orbison Banquet Speaker 


At the banquet in the 


evening the 
first speaker was Judge C. J. Orbison 
of Indianapolis who spoke eloquently 


on “Patriotism,” followed by Rev. M. S. 





Rice. who made an impressive address | 


on “Work.” The diversion commenced 
at the banquet when an attempt was 


made to deliver to Walter M. St. John | 


of the Des Moines agency an alleged set 
of cut glass. The delivery of this was 
prevented by a mis-step which resulted 
in a complete crash of the contents of 
the tray. Hardly had the noise sub- 
sided before the room was invaded by a 
score of boys calling “Extra” and a 
four-page newspaper distributed by 
them containing a veracious account of 
the accident and other details of the 
convention. 
Distribute Medals 


President Nollen made announcement 
that bronze medals had been struck re- 
producing in miniature a medallion of 
the founder of the company, Frederick 
Marion Hubbell, which will be placed 
in the lobby of the company’s home of- 
fice building now under construction. 
These were distributed among those 
who had been 20 years or more in the 
company’s service and to those who 
had gained recognition for some — 
the 


reason. These men_ constitute 
Founders Club of the company. Med- 
als were then distributed among the 


following named with their term of 
service: 

C. B. Merrell, Cleveland, O., April, 
1891: D. H. Johnston, Youngstown, O.., 
February, 1892: G. W. Farley. Toledo, 
O., August, 1892: T. Riley, Burlington, 
la.. July, 1894; F. A. Griffith, Kansas 
City. Mo., August, 1896;' E. A. Water- 
bury. December, 1900; H. C. Finch, 
Northwood, Ia.. January, 1901; C. G. 
Cole, Seattle, Wash., October, 1901; Lee 
K. St. Clair, Pittsburgh. Pa.. May. 1902; 
Walter M. St. Tohn, Des Moines, Ia.. 
April, 1903: J. F. Stone, Columbus, O.., 
October, 1903; W. J. Daugherty, Seattle, 
Wash., November, 1903. 

Honor List 


Medals were also awarded to M. C. 
Nelson, Decatur, IIl., as first president 
of the organization club: to W. 
Crawford, Chicago, as establishing the 
first million dollar agency and to A. D. 
Wallis. of Philadelphia, as establishing 
the first $1,000,000 and $2,000,000 
agency. J. C. Cummins is secretary of 
the new club and Harry FE. Aldrich the 
vice-chairman. 

The entertainment of the evening 
fter the banquet had some new and in- 
eresting features. Hugh Wallace of 
Omaha in a pair of checked trousers 
that drowned all other sounds intro- 
luced Roy Lauer of Williamsport. Pa.. 
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MORGAN IS MANAGER 


JOHN Ss. DARST RETIRES 
Well Known State Agency of Darst & 
Morgan is Dissolved, Due to 


Outside Duties 


The firm of Darst & Morgan, West 


Virginia state managers for the She- 
nandoah Life of Roanoke, Va., has dis- 
solved partnership, John Sherman 


Darst retiring. Maj. C. R. Morgan as- 
sumes the entire managership of the 
state agency of the Shenandoah Life. 
Mr. Darst, who is a member of the 
Board of Control for the state of West 
Virginia, feels that his official duties are 





MAJ, C. R. MORGAN 


paramount to even continuing as a 
member of the late firm, even in an 
visory capacity. 

Mr. Darst, who, for a number 
years Was insurance commiussioner 
West Virginia, is a well known author- 








of | 
ior | 


ity on life insurance matters, and has | 


contributed largely to life insurance lit- 
erature, having published an interesting 
and instructive pamphlet monthly dur- 
ing his term of office as insurance com- 
missioner. 


Major Morgan is adding to his field | 


forces and expects to close the year with 
a largely increased business 1921, 
which mark the formation of the lirm. 


over 


as a Chinese and crystal reader. 
\fter answering many questions and 
sundry roasts of some of those in the 
audience, the spirit of 1921 arrayed in 
an appropriate hobo costume appeared 
in the person of Harry Stanley of 
Wichita, Kan. Clever cartoons were 
displayed and the evening session ended 
with a miniature reproduction of the 
new home office building with a run- 
ning description of how it would be oc- 
cupied, which caused much laughter. 
The evening was distinguished by many 
unique features. 

On Wednesday the party took the 
8:45 boat for Bob Lo island and a pro- 
gram of two hours only was scheduled, 
leaving the rest of the day after lunch- 
eon for recreation. 


seer 


Announce Guaranty Life Meeting 


Representatives from Iowa Ne 
braska, North Dakota, South Dakota. 
Oklahoma, Missouri and Illinois will 
gather in Davenport, Ia. for the an- 


convention of the Guaranty 
Vice-President Lee J]. 
Dougherty is now working on the pro- 
gram plans and will soon complete 
the education program as well as the 
program of recreation for the several 
hundred agents who will gather. The 
first day’s program will consist of sales 
talks and the second day with the out 
line of the work for the halancse of the 
vear. A picnic will wind up the con 
vention. 


nual agency 
Life, Sept. 1-2 





HOLD ANNUAL RALLY 


AGENTS AT HOME OFFICE 


Massachusetts Mutual Entertains 
Agents’ Association in Thirtieth 
Annual Convention 


The thirtieth annual convention of the 
Agents’ Association of the Massachu- 
setts Mutual Life, which opened yester- 
day in Springfield, Mass., welcomed one 
of the best attendances that the com- 
pany has seen at the home office. The 


| business program will continue through 


today and tomorrow, the closing day of 
the convention, will be devoted 
recreation. Harry I. Davis of 
president of the association, gave the 
opening address at yesterday morning's 
session, this being followed by the ad- 
dress of welcome from President W. S. 
McClench of the Massachusetts Mu- 
tual. One of the features of the after- 
noon session was the announcement of 
new policy forms by A. T. Maclean, as- 
sociate actuary. 


Full Program 


The home office had arranged a very 
complete recreational program and every 
spare minute of the guests’ time was 
spent in entertainment. The balance of 
yesterday’s program and that for 
morning’s session is as follows 


Wednesday Morning 
Discussion Increasing Old Policies, 
Joseph B. Thebaud, Julian R. Cross 
Ward H. Hackleman, C. B. Richardson 
Address—Personality as a Basic Fac 
tor in Selling Life Insurance, Harry C 
Spillman 
Wednesday Afternoon 
Discussion Investments for Women 
Louise Hall, Mary L. Mendenhall, Marion 
H. MeClench, Olive Joy Wright 


Discussior The Case Method. George 


Kk. Lackey, H \. Binder, H. N. Fel G 


kK. Jones 
New Policies ind Questionnaires As 
Ssoeciate Actuary A. T. Maclean 
Thursday Morning 
Discussion—Caining the Confidence of 


New Clients, L. C 
Wright, M. H 
Discussion Presenting 
W. Hughes, C, 0. 
\ddress—W hat 
W. Pickell. 
Klection of 


Hunt, A. Stanford 


Kvans 

Programs E 
Fischer, C. L. Scott 

Is Our Future? Charles 


Officers 


Philadelphia to Present Flag 


The Third International Convention 


| of Life Underwriters at Toronto will be 





ope ned by the presentation ol a flag to 
the National Association by the Phila- 
delphia Association, although this event 
was inadvertently omitted from the offi 
cial program. Joseph C. Staples, presi- 
dent of the Philadelphia organization, 
will make the presentation speech out 
side the hotel used as convention head- 
quarters, immediately before the open- 
ing session The flag, which is similar 
to the Philadelphia underwriters’ gon 
falon, containing a white anchor on a 
blue field and the slogan “the greatest 
thing in the world,” will be accepted by 
National President Shuff and then 
be run up on the hotel's flagstaff, to re- 
main till the convention ends. 

\ committee of fifteen from the 
delphia body, headed by President 
Staples, will attend the convention and 
put up a stiff fight to get the 1926 con 
vention in the “Quaker City.” 


California State to Build 


The California State Life of Sacra 
mento, Cal., has started work on a new 
12-story home building The 
structure will be located in the center 
of the business district and will have a 
frontage ot 100 teet on two streets. 
The basement of the building will prob- 
ably be constructed to allow the park- 
ing of automobiles. The company will 
occupy the top floor of the new build- 
ing. which is expected to be ready for 
by Tuly, 1923. 


office 


occupancy 


this | tions will be booked as the Hotel King 





to 
Atlanta, 


CONCLUDE PLANS FOR 
TORONTO CONVENTION 


Big Delegation Expected from All 
Sections of the United 
States 


IMPROMPTU PROGRAM 


Set Including Prize 
Essays, Are Omitted to Break 
All Monotony 


All Features, 


rhe pilgrims who leave their homes 


within the 
meeting ol 


next few days for the joint 
the National Association of 
Life Underwriters and the Canadian As. 


sociation of Life Underwriters at 
foronto, which begins next week, are 
| expecting a real lively convention and 


| less 


they are not apt to be disappointed un- 


they have been slow 


about engag- 

ing their rooms at the King Edward 

Hotel. If they have delayed in this re- 
spect they are apt to be “out of luck.” 

Advices are that no further reserva- 


Edward is sold out. Late arrivals will 
; therefore have to make their head 
quarters at the Queens Hotel or the 
Prince George, which likewise belong 


| and 
| comfortable 


to the royal family of hotels in Toronto 
are guaranteed to make everybody 

This having all reserva 
tions closed is a new thing for National 
\ssociation conventions and shows that 
the border to 


the 


cities are going 


convention at all events 


;atronize 


Big Delegations 


Syracuse, Buffalo 
New York cities 


mg unusually 


Rochester and other 
reported as send 
delegations, 
sidering the convention almost a neigh 
borhood affair \t least that is what 
the reports say from the National head 
quarters in New York. 

Headquarters also says that Chicago 
and Detroit life underwriters are send- 
ing big delegations, for in the east it is 
believed that or other of these two 
cities is get the 1923 convention 
else will have a look in 


are 


large cone- 


one 
sure to 
and that nobody 


“Three-Ring Sales Congress” 


rhe convention this year will re- 
semble a three ring sales congress as 
much as anything else The case 


method will prevail and the question and 
answer plan will be developed more than 
ever before rhe man who brings a 
paper to deliver will be requested to 
check it at the door, at least that is 
what Corresponding Secretary Ensign 
says. The idea of the program makers 


| is to have the talks extemporancous, so 


| that 


will | 


Phila- | 





hear them 
has missed 


the man who does not 
will know afterwards that he 
something 

At the time the scribes who 
follow the convention round to make 
copy are guaranteed to earn their pay 
for aside from a few perfunctory com- 
mittee reports there will be no set 
speeches, or addresses or anything like 
them. 

Even the well worn silver cups which 
have been given out as prizes for mem- 
bership and one thing or another have 
not even been polished up as usual for 
the occasion. They are being left in a 


Samic 


sate repository in New York This 
means that there will be no district 
membership contest awards made. Usu 
ally there are seven of these cups 
awarded 

Event the time-honored prize essay 


contest for the Calef Cup and Williams 
Vase has been cast into the discard for 
this year at least, it being stated that 
the essays had become cut and dried 
and it was aimed to try something else 
for a change The essays may be con- 
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tinued another year. That will be de- 
cided later. 

On cup will be awarded as usual, 
however, viz., the Charles Jerome Ed- 
wards trophy, offered yearly to that local 
association which shows the best 
growth. This is figured out on the per- 
centage basis. One-half is based on the 
percentage of increase and one-half on 
the percentage of numerical increase. 
These two percentages when put to- 
gether 50-50 win the prize for some as- 
sociation and there is every element of 
speculation as to just which one will 
be the lucky winner this year. Mr. Ed- 
wards will probably be on hand and 
make the presentation himself. 

There are several other past presi- 
dents of the association who are regular 
attendants at the annual gatherings who 


are likely to be missing this year. Sym- 
pathy is expressed for Henry W. Powell 
of Louisville, whose wife died in the 
Johns Hopkins Hospital in Baltimore 
last Saturday. 

Lawrence Priddy, whose energy is 
known from coast to coast, has had 


several operations on his tonsils in the 
past few weeks and he is now recuperat- 
ing. Orville Thorp of Texas has also 
been in the doctor’s hands according to 
information brought to New York today 


advance. Dr. Stevenson, shinies 
of the Equitable Life has been selected | 
to tell the news, which it is stated will 
not have to do with publicity plans. 
Anything along these lines will not 
come out until after the convention is 
over. 

When asked as to how the member- 
ship stands at the present time, after 
the convention is over. 

When asked as to how the 
ship stands at the present time, after 
the most disconcerting slump of last 
year, Mr. Ensign said that the bottom 
of the slump has apparently been reached 
and it looks from early returns as if the 
totals were ready to start climbing 
again. Details on this point will not be 
available until the convention itself. 

he New York association, which 
entitled to 25 delegates and an equal 
number of alternates, reports that its | 
quota is filled and that the party will 
leave probably some time Sunday for 
Toronto. Several life insurance com- 
panies have arranged for gatherings of 
their own men on their way back, the 
National Life of Vermont being one of 
these. 

Secretary Ensign will leave New York | 
order to be on 


member- 


1s 


Friday for Toronto in 
the ground in time to handle any last 
minute details. 





and may have to undergo an operation, 
thereby preventing his attendance. 
Third International Meet 


This really the third international 
meeting of the two associations, the first 
having been also at Toronto in 1907 
and the second being the New York 
meeting in the fall of 1918. The 
Canadian Association has been up and 
doing in the past five years and has 
developed wonderfully. its members 
are said to be pitching in with the prep- 
arations to make this convention a 
notable one and to show the men from 
the States just what they can do. In 
fact practically all the plans have been 
worked out by the Canadian committee. 

An important announcement will be 
made on the convention floor at the first 
session, according to Secretary Ensign, 
but the details cannot be given out in 


18 





_ Liquidating Gulf Coast 


M. McNair, appointed by the chan- 
cery cout of Harrison County, Miss.. 
as one of the liquidators of the Gull 


Coast Life of Biloxi, announces that the 
first distribution of assets will be made 
between Sept. 


to former shareholders 
10 and 15. 

The business of the Gulf Coast was 
reinsured by the International Life of 
St. Louis and the assets in excess of 
the mean reserve on the business in 
force ordered sold to the highest and 
best bidder. Mr. McNair did not iz 
dicate how much had been realized out 


of the sale up to the present time, but 
stated that there would be subsequent 
distributions at later dates. 
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'FOUND A MARE’S 


President Chicago Life Insurance Field 
Men’s Club Says It Has Estab- 
lished No Clinic 


John H. Stevens, president of the Life 
Insurance Field Men’s Club of Chicago, 
who is spending the summer in Colo- 
rado, states that a mare’s nest has been 

| stirred up regarding the supposed heart 
clinic that the club was said to be ap- 
proving. Mr. Stevens says 


lished any clinic and does not intend to 
do so. He claims that all the club did 
was to make a private arrangement with 
| Dr. E. H. Baker to assist him in his 
| research work in his laboratory at the 
| University of Chicago. Dr. Baker was 





be turned down by the life companies 
|to see if it were not possible to rid a 
large majority of them of their impair- 
| ments, 

| Agreed to Furnish Cases 


Mr. Stevens says that the Life In- 
surance Field Men’s Club as an organ- 
ization voted against the establishment 
a clinic when the matter came be- 





| of 
|fore it. The directors agreed, however, 
to try to furnish some cases in order 


assertion might be 
says there is no 
He thinks 
largely in- 


that Dr. Baker’s 
tested. Mr. Stevens 
ground for the controversy. 
that the situation has been 


flated. 


Club Teok Neo Action 


Mr. Stevens says that a great number 
of companies are writing substandard 
| insurance today. If the condition of ap- 
| plicants can be improved so as to make 
them more acceptable to the companies, 
he would say that a real service had 


NEST been rendered. 


STEVENS EXPLODES A STORY | 


that the | 
| Life Insurance Field Club has not estab- | 


| anxious to get hold of cases that would | 


Mr. Stevens says that 
| he has paid very little attention to the 
| establishlishment of a clinic for treat- 
ing the heart and other ailments. This 
idea originated with Dr. Baker. Mr. 
Stevens stated that he investigated the 
plan at the time Dr. Baker made his 
request, but the club gave it consider- 
able thought. No action was taken con- 
| cerning it. Mr, Stevens says that as 
field men, the members of his organ- 
ization are certainly as much interested 
in the welfare of the companies as they 


are in their own pecuniary interests. 
“If we are loyal to our companies,” 
said Mr. Stevens, “then such a charge 


as that of patching up risks is nothing 
| short of malicious mischief.” 


Revise District of Columbia Code 


| The public, the bar association, and 
|; committees of insurance companies have 
| conferred with Superintendent Miller of 
| the District of Columbia with the view 
of obtaining new insurance legislation 
| and regulations for the District. 

The object of the conferences is to 
formulate amendments to the Pomerene 
bill now being considered in Congress 


for the revision of the District insur- 
ance code. The life insurance commit- 
tee is composed of E. S. Brashears, A. 


W. Defendefer and L. M. Stabler. The 
casualty company committee is com- 
| posed of John T. Jones, D. M. Lea and 


Brashears. 

Following the consideration of the lo- 
cal committees the work will be re- 
| viewed by a committee composed of 
| Miles M. Dawson, New York, actuary; 
| J. McCoy, an actuary of the treasury 
| department; H. B. Brown of the Vet- 
erans Bureau; Dr. S. H. Huebner, au- 
| thor of the marine insurance act and 
connected with the University of Penn- 
sylvania; Francis H. Stephens, corpora- 
tion counsel, and Superintendent Miller. 


Mr. 


D. Sennette, district manager for 
the Pacific Mutual and one of its lead- 
ing producers, has moved his headquar- 
ters from Redfield, S. D., to Sioux City, Ia. 


M. 








BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets 


$21,100,000.00 








Bankers Life Insurance Co., 
| Lincoln, Nebr. 


Gentlemen : 
surplus on my policy taken « 


s 
| to annual dividends, while I 1 


twenty year policy. 


Tha 


the policy for you to endorse 


fair, and I am giving your agent, Mr. 


HOLDREGE, NEBR., June 30, 1922. 


I have just received your check for $601.72 for the 
Am Sending you 
as fully paid up for $2000.00, entitled 


mut twenty years ago. 


ive. You have always treated me mighty i etieedwiduseovessasnees Holdrege, Nebr. 
Frey, my application for another OD ya snede chacneseveanandt $2000.00 
Total premiums paid...................... 1092.00 

nking you, I am 


Yours truly, 
JOSEPH F. 


LINDSTEN. 


Name of insured 


SETTLEMENT 


Total cash paid Mr. Lindsten 
and a paid up participating policy for $2000.00. 








If interested in an 





agency or policy contract write Home Office, Lincoln, Nebraska 


TWENTY PAYMENT LIFE POLICY 


Matured in the 
OLD LINE BANKERS LIFE INSURANCE 


of Lincoln, Nebraska 


COMPANY 


Joseph F. Lindsten 
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Up in the North Woods 


On the beach at Grand Island, 


Michigan, is a row of cozy log cot- 





tages, the vacation homes of the 
members of the Peoria Life $100,000 
_ Club. They have left the sizzling 
| summer heat behind; they are enjoy- 
ing the cool waters and shady forests 
of the Lake Superior region. Many 





have their wives with them. Every 
‘Cooperation Headquarters” | expense 1s borne by the Company. 


Home Office Building of the Peoria Life. Owned 
by the Company, without lien or encumbrance of 


any kind. Built from its current receipts, without | The $ l 00,000 Club iS not the on | y 


disturbing the farm mortgage investments which 
have earned the Peoria Life its reputation for 
} 


- incentive which the Peoria Life offers 
“Policies Strong as Farm 


Mortgages Can Make Them!”’ its agents. Frequent campaigns and 











| 

| 

contests create interest and encourage 
100% production. 

| 


Good Agents expect their Company to pro- 
Contracts vide them with sound, salable polli- 
to Clean, cies. Conscientious service is also 
Live essential. But when you already have 
Agents these, such things as a vacation in 


the North Woods do help, don’t they? 





Peoria Life Insurance Company 


Peoria, I|linois 
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WHO GOES TO THE NATIONAL CONVENTIONS? 


Analysis Made of the Attendance at the Cleveland Meeting 





Executive Secretary Cleveland Life U nderwriters’ Association 


|rough analysis of attendance at the 
Cleveland convention: 

The attendance was 1,566. Forty-one 
states and Canada were represented, as 
follows: Ohio, 762; New York, 101; 
Michigan, 84; Pennsylvania, 71; Illinois, 
69; Indiana, he Missouri, 26; Iowa, 22; 
Maryland, California, 19; West Vir- 
ginia, 18; tesduaaan 17: Kentucky, 
14; Texas, 13; Vermont, 13; Connecticut, 


congress is popular and draws a big | 11; Minnesota, 11; Georgia, 10; Ten- 
crowd without much effort or expense. | nessee, 9; Virginia, 9; Nebraska, 8; 
Local interest is stimulated through | Arkansas, 7; New Jersey, 7; Wisconsin, 
working up the program. Publicity is | 7; North Carolina, 5; Washington, 5; 
concentrated. It does not cost much | Alabama, 4 Delaware, 4; New Hamp- 
to go. An agent slips away from his | shire, 4; Oregon, 4; Oklahoma, 4; Lou- 
work for a day and comes back without | !s!ana, 3; Rhode Island, 3; Colorado, 2; 
loss of momentum. The new ideas are | Washington, D. C., ; Florida, 2; Kan- 
immediately applicable. sas, 2; North Bebote, ; Maine, 2; Utah, 

This explains why several sales con- | 2: Montana, 1. , Canada is credited with | 
gresses drew from 800 to 1,100. It isaj|11. There will be twice that many 
different type of crowd from the na- 
tional meets. Hundreds of new men 
and smaller producers have been at- 
tracted to the regional meetings who 
could not afford to go to the distant 
three-day convention. Some of them 
have caught a larger vision. More 
business has been written. 


the insurance papers from time to | 
time as to the effect of the sales 
congress movement on attendance at 
the national conventions. The unusu- 
ally small crowd at the recent North- 
west Congress was attributed to the | 
competition of frequent and conveniently 
located regional meetings. 
It cannot be denied that the sales 


Tee has been some comment in 








Half of Crowd From Ohio 


It is apparent, therefore, that nearly 
half the crowd came from Ohio. Sev- 
enty percent of this Ohio attendance 
came from 
miles, or putting it another way, 
cent of the total crowd came from 


Expect Big Crowd at Toronto Cleveland and vicinity—it was largely a 


Probably there will be a fine big 
crowd in Toronto. It is said that more | natonal officers and committeemen and 
than 800 reservations have already peen | a scattering of comparatively well-to-do, 
made at local hotels. An exceedingly | middle-aged life men from many states. 
strong program has been announced, Coming back to the Ohio angle of 
special excursion rates have been se- it again, there are a few more figures 
cured, and the international flavor of | which may be of interest to those sta- 
the location seems to favor a good | tistically inclined: 78 percent of the 
crowd. membership of the Cleveland Associa- | 

Several large American associations | tion attended. There were more than 
are said to be after the next national | 200 non-members from Cleveland. More | 
convention. Their persuasive delegates | than half the Ohio attendance consisted 
may be interested in the following of local underwriters. 


___ LL dY CLINTON F. CRISWELL— — lj 


Clevelanders at Toronto next Tuesday. | 


Cleveland and within 100 | 
34 per- | 


home affair, except for the presence of | 


asked. Both the National and the 
Cleveland Association spent hundreds 
of dollars in circularizing lists of agents 
in adjacent territory. Home offices 
were urged to stir up their men, which 
they did, some of them going as far as 
sending carefully prepared letters to 
their Cleveland general agents to sign 
and send out to the field. Hundreds of 
posters were mailed, home offices again 
assisting. The insurance press gener- 
ously cooperated in running column 
after column of advance publicity. 
Compare this high-pressure effort 
with the Ohio state sales eo The 
| combined attendance was 1,579. Ar- 
| rangements were quietly made by an 
|informal committee consisting of the 
| presidents and secretaries of the Cleve- 
land, Cincinnati and Columbus associa- 
tions. Substantially the same program 
was given on consecutive days, and the 
| convenience of 
| 





locations pulled the 
crowd. Expenses were pooled, and 
nicely taken care of with a nominal 


registration fee of $1. 
New Plan Suggested 


If the annual meeting of the National 
| Association is to be continued as a 
| great sales congress it will undoubtedly 
| become more difficult to draw an at- 
| tendance of the men who need it. The 
“old guard” will always be there, and 
most of the rest will be a local crowd. 

Instead of continuing the annual con- 
| vention as an expensive, inconvenient 
}and unwieldly three-day sales congress, 
| the way is open for the national execu- 
| tive committee to consider a more use- 
| ful and non-competitive form of meet- 
jing. A few delegates could be sent 
| from each local association in the United 
States, and their expenses should be 
met by the locals that send them, like 
labor unions. The number of delegates 
to which each local is entitled could be 
| equitably based on some simple plan of 
proportionate representation. 

It would then mean something to be 


| appointed as a delegate, and provide a 


They did not come without being | 
| tional loyalty 
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sensible means for recognizing excep- 
and usefulness of mem- 
bers. 
Semi-Legislative Body 

This hand-picked aggregation of the 
cream of American life underwriting 
could then meet not merely for sales 
help and good fellowship, but as a semi- 
legislative body, a house of representa- 
tives, if you please, of the whole life un- 
derwriting fraternity. Delegates would 
come instructed by their local associa- 
tions to further the promotion of con- 
structive reforms. Functioning through 
committees, the convention could intel- 
ligently consider such problems as 
twisting, unjust taxation of life insur- 
ance, the relation of bank insurance 
savings schemes to general agency 


| operation, etc. 


Program for Education 


could be worked out for 
efficiently assisting local organizations 
to combine logically into state asso- 
ciations. Delegates could return with 
some carefully digested plan for local 
publicity through schools, public lec- 
turers and the press. Through repre- 
sentation efficiently reaching over the 
whole country steps could be under- 
taken to provide and partially standard- 
ize extension courses in life insurance 
in the schools and colleges, not as a 
short-cut to the training of salesmen. 
but to educate the public to the need of 
life insurance, and show them how to 
meet it, through budgets, etc. 

It would be a job Tequiring the com- 
bined brains of the insurance craft just 
to put over the importance of insur- 
ance in the minds of college professors. 
Imagine the ultimate effect of some 
sane, competent emphasis on the real 
place of life insurance in the fabric of 
society, on the thousands of America’s 


Plans 


| best manhood and womanhood passing 


through the doors each year to the real 
commencement of life! 


Time Important Factor 


Time is an important factor in suc- 
cess. Reforms are bound to come som 





To All Insurance Men: 





are making headway. 


Constitution and the Law. 





The Business 








F THE NATION and of Life Insugance is firmly united. Both 
Our Government, Federal and State, 
needs the whole-hearted support of every Intelligent Citizen in build- 
ing up an Enlightened Public Opinion strong in its respect for the 
The countrywide acceptance of Life 
Insurance as a Great American Institution gives to Insurance Men a 
supreme opportunity to contribute to this Patriotic Service. 


Let Us Do Our Part 


New England Mutual Life Insurance Company 
87 Milk Street, Boston, Mass. 


Chartered 1835 























NS 
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time, but blessed is the stalwart soul 
who, seeing a better way, has the cour- 

iwe of his convictions to go after it— 
now. 

[he National Association has done a 
lot of good, more than any member of 
it will ever realize or be able to recipro- 
cate. It will do far more in the future 
than it has in the past. Why not speed 

p the results through the acceptance of 
well-known business principles? Such 
as frankness. Under the present form 

operation the members are taken 
little into confidence. Policies are 
worked out by the national executive 
committee and announced or put into | 
operation without due regard for the 
ideas and experience that a representa- | 
ive body might contribute to the hand- | 
ful usually attending the national execu- 
tive committee meetings. When the | 
roll is called many associations are not | 
represented. Probably it is their own | 
fault, but if delegates were sent, in- | 
structed and given to understand that | 


“Good Will” 


Insurance 











their local association would await their 7 oo. ay an 7,1) ‘ he j , xT 
report with interest, they would about | You join the Good W il band when nae — 
i be cheve. a contract with The Lincoln National Life Insur- 
Necessity for Service 
Until its special appeal on National ance Company. 

\ssociation Day the national body was 
losing members rapidly—thousands of ; 
members that J. Stanley Edwards and Good Will has been made a priceless asset of The 
Orville Thorp sweat blood to get. The ; S : . 
vay to increase the membership of the Lincoln Life. It expresses itself in steadfast serv- 
National Association is to increase the s : . : 
respect of life insurance men for the ice to policyholders and earnest cooperation with 
usefulness of the local organization. If . 
1 man believes he will get his mnoney’s all salesmen. 
vorth he will spend it—if you can actu- ¢ 
ally show him that he will get more : 
than he pays for you will have a line- ‘ —_ : ales ‘ she > he 
up Waiting to put in their orders. Fords The Lincoln is not taking a ¢ hance ” hen it 
re not sold: they are bought ° 7 Be arhce , 6 ‘ er s se 

| Bow Ramage Fin Sond. issues policies on practically all applications sent 

iple is service. In spite of 50 percent 


in by its agents. 


nerease of dues effected at the Cleve- 
land convention there has been prac- | 





the national body. 80 its constituent te. Lincoln Life knows its men. It knows that every 

Nese his big heart, clear. mind and salesmen has caught the “Good Will” spirit. It 

| at pee > a cal die has confidence in all its agents because it has first 
has not materialized. Had it not been given each salesman the right to have confidence 
PNational “Association would be in The Lincoln. That personal “‘Good Will” 


bankrupt. E 
touch is never lost. 


Results Achieved in Cleveland 


Cleveland does not pose as a model of F 

rfection§ attained. We have only " . > _ > > =Ss 
scratched the job here yet. But as far The result is more and better busine aes 
is increasing the membership and hold- 
ng it, systematically raising funds with ‘. ° . . . 
which to work, and actually serving the y ou insure for greatest earnings through your 
needs of local members, perhaps we | . . : 
may speak with pardonable confidence. | ““Good Will ” policy when you 

The writer started in with nothing | 
but the office door key. After thre« 
vears of operation under a full-time, 
paid secretary we have a _ smoothly 


working organization twice the _ size, | 
with the monthly income nearly as | 

/ arge as the yearly receipts used to be! INK UP 
T} 











lere is an asset of about $2,000 in 
ooks, supplies and office equipment. 
Finances Show Plan Works 
) It is not the purpose of the present 
remarks to go into detail regarding the 


| operation of the “Cleveland plan.” It * ° bt 
: works—that’s the main thing. What 1 e 
the members think of it may be judged é 


irom the increased scale of dues. Spe- 
cial agents who reluctantly paid $3 per 


ear now pay $24, many of them arrang- 

ng to have the matter taken care of n rance Om Al ) 

vy the office cashier. General agents 

paid $6 per year; in Cleveland they now | 

contribute $120 per year ($10 per | : 99 

month) touned our '$9,000 budget. “Its Name Indicates Its Character 
It is in no spirit of boastfulness, but 

n quiet conviction, that we believe if ° 4 4 : W d 
ome of the other associations were as Lincoln Life Building Fort ayne, In © 
ctive in trying to do definite acts of 

service for their members the national 

body would be considerably larger and Now More Than $220,000,000 In Force 


etter funded. 


Some Leaders Favor Change 
It is no secret that some of the promi- 
nt leaders in the National Associa 
(CONTINUTED ON PAGE 20) 
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How Specializing Increases Production 


Jens SMITH, general agent of the 
Paciric Mutua Lire at Chicago, takes 
the position that life insurance sales- 


manship has become highly specialized. 
It is no longer possible for the life in- 
go out and make a gen- 
He must 

down to 


surance man to 
canvass, 
get 


eral or hit or miss 


Mr. SMITH says, right 


specific cases. There are now so many 
forms of life insurance, and so many 
reasons for it being carried, that a sales- 
man cannot expect to strike just the 
right combination with a prospect by 
giving a general talk on life insurance. 

Mr. SMITH says that the men in his 
agency have found that they must let 


along certain channels 
insurance work 
That is, in 


best results an 


their minds run 
of life 
at a time 


for several days 
order to get the 
aside three 
will talk 
life 
momentum 


agent will set 
or four days during which he 
nothing but monthly income inusr- 
In this way he 
goes 


arguments, he 


ance, gains 


as he along. He picks up new 
stimulates his enthusiasm 
contracts, and gets 
After 


rounds on monthly 


for monthly income 


going under a full head of steam. 
he has made the in- 
business he changes over to busi- 
life 

inheritance 


come 


ness insurance, or life insurance to 


cover taxes, or long term 


for young or a half 
life insurance that 
are designed to fit particular needs. 


endowments men, 


dozen other forms of 


In this way every class of prospects is 
Mr. SMITH that 
his in- 


given attention. says 
the 
creased considerably since the men have 
With 


spe- 


production in agency has 
commenced working on this basis. 
effect, 
insurance. 


this plan the agents are, in 
life 
themselves to a 


cialists in every form of 


By devoting special 
days at a 
familiar 


form of contract for several 


they become thoroughly 


their 


time 


with subject, and able to present 


it in a very attractive manner. This is 


not possible to the agent who finds that 
a particular 


a prospect is interested in 


form of contract, and after fumbling 
through his rate books says, “Yes, we 
issue that contract. Here it is right 
here. The premium at your age 1s 
$42.21. We can fix up a policy like 
that for you.” Such a response to an 


indicated interest on the policyholder’s 


part is not worthy of the name of sales- 
manship. It is the merest supplying of 
information. 
happens to the agent who tries to 
life 
without 


It is an example of what 
sell 
specializing, or 


insurance without 


studying the numerous forms 


issued by his company. 


Importance of Conservation Work 


LIFE insurance companies have been lay 


ing stress for the last two or three years 
conservation. The 
1919 and 1920 be- 
last 
People were retrenching in every way and 
they cut off 

Men 


they should 


on the importance of 


big business written in 


gan to slough off frightfully year. 


a part of their life insurance. 


who value their life insurance as 


hesitate a long while before 


they lapse it. If a policyholder could get 
that a 


certain amount of insurance was assigned 


in his mind certain policy or a 


to some detinite need, he would then ques- 


tion whether he could afford to withdraw 
the protection from that obligation. It 
would be a most excellent plan for a life 


it fit a 
special need and the policyholder should 


agent in selling a policy to make 


understand that it is being taken out to 
that end. of the 
Find out what 


Let an analysis be made 


needs of the policyholder. 


insurance he already has. Divide up this 
insurance to meet the various needs. Let 
the new insurance be applied in like man 


ner. One policy or a certain amount of 
insurance, it is 
the benefit of the 


should go to each child. 


understood, will be for 
A certain amount 
should be 


expenses, 


wife. 
There 
funeral 
at death. 
part of the 


a lump sum to meet 


taxes and so on that come There 


should be another insurance 


applied to old age benefits. These vari- 


ous needs can all be worked out and the 


amount of insurance allotted to each will 
depend on the circumstances of the par- 


ticular case. 


Can Learn From Big Men 


LIFE insurance men can learn some- 
thing from the big producers in the busi- 
ness. Sometimes these men look far off 


to the ordinary agent who plods along and 


writes a moderate amount of insurance. 
Yet the methods of these leaders are sim- 
and the habits they form 


why they position to write 


ple show in a 


way are in a 
large amounts. 

Take Ronerr C. NewMan of St. 
the ace of the Missourt State Lire, 


He writes large policies for big 


Louis, 
as an 


example. 


Yet he 


plan of 


the definite 
weekly 
daily program and he follows his schedule 
He day, re- 


gardless of the study that he gives to large 


men, has followed 


having a monthly, and 


rigidly. sees people every 


cases. He does not allow these big cases 
to sidetrack him in his daily habit of see- 
He is a 
strict disciplinarian of himself. He goes 
to his office early, works hard during the 
day and frequently is at his office from 6 
to 7 P. attending to details 


ing a certain number of men. 
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A. Campbell, Central Branch 
agency director for the New 
in Chicago, will practically have a well- 
earned vacation forced upon him the 
latter part of this month and the early 
part of September, when the company’s 
various producers’ clubs are in session. 
Mr. Campbell, as a result of a year’s 


York Life 


persistent effort, has qualified 70 per- | 
cent of his agency force in one or an- 
other of the clubs, which is no small 
record for a metropolitan office of a 
large company. Forty of his men have 
qualified in the $200,000 Club and 32 | 
in the $100,000 Club, a total of 72 men 
in his office alone. Thirteen of the 
members who qualified for the $200,000 
Club are new to the club this year. The 
rapid growth of Mr. Campbell’s repre- 
sentation in the producers’ clubs has 
been watched with interest by his | 


friends, and it is especially notable when 
it is considered that he 
tribute several of his leading 
in recent years to new branch offices 
that were formed. Constantly making 
use of new material, he has developed 
the agency production until this year’s 
delegation ot 70 percent to the conven- 
tions was reached. F pr ge agg so closely 
upon the celebration of Mr. Campbell's 
30th anniversary of entering the service 
of the company, it is an added indica- 
tion of his achievements as an agency 
leader. 

Garrett Brown, editor of the “Insur-* 
ance Leader,” died at his home in New 
York City Sunday morning. While 


the “Insurance Leader” was published 
in St. Louis, Mr. Brown made his home 
in New York in recent years. He was 


a native of Virginia, having been born 


there March 14, 1851. Mr. Brown is 
survived by his widow and four sons. 
One son, Tarleton, is editor of the 
“Western Insurance Review” of St. 
Louis. Garrett Brown was one of the 
most picturesque figures in insurance 


has had to con- | 
producers | 





journalistic circles. He established the 
“Indicator,” the first insurance jour- 
nal of the South, at Atlanta and later | 
moved into New Orleans. In 1897 

he founded the “Insurance Report” of 
Denver. In 1903 he went to St. Louis 
and joined his son, Tarleton, in the | 
publication of the “Western Insurance 
Review” and four years later pur- 

chased’ the “Insurance Leader.” Mr. | 
Brown started his business life solicit- 
ing life insurance in Virginia after the 
Civil War. Later he went to North 

Carolina, where he was general agent 
for a number of companies for eight 

ears. Mr. Brown was a graphic, im- 
pressive writer. He had a wide ac- 


quaintance throughout the country. 


Alfred MacArthur, home office general 


gent of the National Life, U. S. A., in 
Chicago, better known as the “Edgar 
Allen Poe of LaSalle street,” has again 


earned first place among the company 
producers and is president of the 1922-23 
$100,000 club of the company. This is 
the third consecutive year in which Mr. 
MacArthur has qualified for the presi- 
dency of this club, although he was pre- 
vented from assuming this honor last 
year, as the club rules do not permit 
holding office two consecutive years. 
This year, however, he is again eligible 
to the office and is officially the club 
president. Mr. MacArthur is a life 
underwritér of 15 years’ standing and 
has made an enviable record in the field. 
His paid business in 1921 totalled $2,200,- 
000, ordinary life being his particular 
hobby. Not only is Mr. MacArthur the 
leader in personal production for the 
club year, but his agency took first place 
in agency totals 

James H. McIntosh, general counsel 
of the New York Life, has resigned as 
of Sept. 1, and is succeeded by Louis 
H. Cook, who has been his chief as- 
sistant. Mr. Cook is an _ insurance 
lawyer of ability. Mr. McIntosh has 
taken a front place in the ranks of in- 
surance attorneys. He graduated from 
Harvard in 1884, and for a while en- 











McINTOSH 


JAMES H, 
of law in Omaha 

York Life 19 
counsel. It is 
engage in 


practice 
the New 
general 
will now 


gaged in the 
He went to 
years ago as 
stated that he 
vate practice. 
James A. Walsh, 
| the Chicago branch of 
State Life and second 
of the Quarter Million Club of the 
company, is vying with Robert C. 
Newman for first honors in produc- 
tion since the opening of the new club 


general agent in 
the Missouri 
vice-president 


year. With the club year only six 
weeks under way, Mr. Walsh has paid 
for considerable in excess of $250,000, 
the quota for the club year. Mr. New- 
man reached this total in the first four 
weeks of the club year, but Mr. Walsh 


is now putting on steam. During the 
last club vear he wrote over $2,000,000 
in a period of eight months. He made 


a close run for the presidency of the 
club this year and is well started for 
a similar run in the coming year. H«¢ 
is another who has apparently set his 
monthly quota at $250,000. 

James Elton Bragg, secretary of the 
Lite Underwriters Association of New 


York, is home after completing an eight 
weeks’ instructor of life in- 
surance at Oklahoma University. Sixty- 
two men graduated from the class, and 
—- their period of instruction wrote 


session as 


512,140 of business for the several life 
comanies supporting the class move- 
ment. The individual business produc- 
tion record was made by D. R. Me- 
Kowan, who wrote $101,640. Of the 
graduates 20 college men wrote 65 per- 


cent of the business secured. 


Mr. Bragg has been engaged as in- 
structor for the fall term of the insur 
ance class of the New York University, 


which opens Oct. 24. 

Mrs. Frances Thompson Powell, wife 
of Henry J. Powell, general agent at 
Louisville, Ky., for the Equitable Life 
of New York, former president of the 
National Association of Life Under- 
writers, and nationally prominent. in 
insurance circles, died at the Johns 
Hopkins hospital in Baltimore follow- 
ing a minor operation Aug. 11. Mr. and 
Mrs. Powell had been at Warm Springs. 
Va.. since Aug. 1. She went to the 
hospital to prepare for an operation 
which was not expected to have serious 
consequences, 

Charles B. Coulbourn has been ap- 
pointed deputy insurance commissioner 
of Virginia, succeeding the late Jacob N. 
Brenaman. He goes up from the posi- 
tion of actuary. Mr. Coulbourn has 
been connected with the Bureau for the 
last ten years, starting in as clerk and 
mathematician following his graduation 
from the Virginia Military Institute. 
He has had much experience in examin- 
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We Want Managers 


For the States of 


Ohio and Maryland 


Men of experience and ability will find 
it to their advantage to contract with 
us. We offer most inviting terms to 
both managers and field agents. Cor- 
respondence confidential. 


Let us hear from you at once 


We are making an important expansion 
drive. Write or wire. 


THE BANKERS RESERVE LIFE COMPANY 


R. L. ROBINSON, President 
Home Office, Omaha, Nebraska 


Business in Force, $80,000,000.00 
Assets, $12,000,000.00 
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ing work and is now engaged in an ex- 
amination of the Sun Life of Canada at 
Montreal. Upon completion of that work, 
he will return to Richmond and enter 
actively upon the duties of his new po- 
sition. Mr. Coulbourn is a brother of 
Daniel L. Coulbourn, special agent at 
Richmond for the National of Hartford. 
\. B. Upshur, present assistant actuary, 
succeeds him as actuary. The position 


ot assistant actuary remains unfilled for | 


the present. Mr. Upshur was associated 
ior many years with the actuarial de- 
partment of the Life Insurance Com- 
pany of Virginia before becoming con- 
nected with the Bureau. 

George Foster Cady, well known in 
Hartford insurance circles, died Aug 
’. For several years he was employed 
by the Continental Life, which went 
out of business in 1888 He entered 
the employ of the Connecticut Mutual 
Life in renewal ck 
partment which position he retained 
ntil his retirement in 1921 He was 

expert accountant. Mr. Cady gradu 
ated from Wesleyan University and 
Montague Flage 


1889 as head of the 


Vas a great tnend of 
the artist 


it + +} 
e Site ot tr. 


building at 


The old structures on th 


California State Life new 


Sacramento, Cal., have been torn down 
ind the contractor will start active 
work by Sept. 1 on the new building 
It will be a 12-storv building v by 


shape, with a 100-foot frontage on beth 


Calitornia 


Tenth and J streets Phe 
floor 


State Life will occupy the top 
tilizing the roof for its mechanical de- 


partment The California State Life 
expects to get into the building by July 
1 of next veal 

T. W. Blackburn, secretary and coun 


Convento 
ol the 


sel of the American Life 
took m the scenic wonders 
Columbia River Highway this week as 
the guest of ( S. Samuel, genera 
Oregon Life Mr. anc 
stopped in Portland en 


manager of the 
Mrs. Blackburn 


9 


route to Omaha from the convention 
ot the American Bar Association at 
San Francisco. 

George W. Felker, assistant treas- 
urer of the Inter-Southern Life of 
Louisville, died at his home there last 
week after a short illness. Mr. Felker 
was widely known in insurance circles. 


He was born in Jeffersonville, Ind., 
across the river from Louisville’ and 
lived there 44 years He was con- 


nected with the J. M. Robinson-Norton 
Company tor many years before going 
with the Inter-Southern 


W. C. Wilson of Lexington, Ky. 


president of the Kentucky State Asso- 
ciation of Life Insurance Agents, is 
being boomed by friends for state 
commander of the American Legion. 


Mr. Wilson is commander of the Lex 
ington Post Che state convention will 
be held in Glasgow, Aug, 28-30, when 
the election will be held 


Governor Sproul of Pennsylvania has 
appointed William M. Furey of En- 
glish & Furey, general agents of the 
Berkshire Life at Pittsburgh, a mem 
er of the Pennsylvania Coal Commis 


lohn Os Carlstron Jr arrived 
this week at the home of Secretary J. O. 
Carstrom of the American Bankers Lite 
of Chicago 
State 


The California agency of the 


Life of Indiana, under the management 
of Arthur J. Hill of San Francisco 
ranked second tor July production 
among all the company’s agencies 
throughout thx United States Man 
ager Hill led the company’s entire field 


production last 


ore tor personal 

onth Che July business ot the awency 
was the largest for any July in its his 
tory and its production for the first 
seven months of 1922 is materially ahead 
lof the corresponding period im 1921 











You Can Multiply 
Your Producing Power 


—— LIFE AGENTS do multiply their producing 
powers. Why? Because the Medical Life writes Stand- 
ard, Sub-Standard and Child’s Endowment Policies. 

For that reason our agents lose no time “‘choosing”’ prospects. 
Their prospects are not limited. 

The Company’s liberal attitude toward impaired risks makes it possible 
for them to render 100° service to their clients. 

Our Child’s Endowment Policy has received enthusiastic endorsement. 


It is a real agency money maker. 

Then, too, the Medical Life’s rates for men and women ere the same. 

The Medical Life agency offers an unexcelled opportunity for YOU. 
TAKE advantage of your producing energy—multiply your pro- 

duction by securing the agency for this company. 

You've got to save time—if you are to produce—mcre. The one best 
way to save time is to capitalize more fully upon your opportunities 
to sell. The Medical Life Agency offers you this opportunity. Write 
to-day. 


The Medical Life Insurance 


Company of America 
Black Hawk Building Waterloo, Iowa 


W. A. ROHLF, President I. G. LONDERGAN, Secy. and Gen’! Mgr 

















ROYAL UNION MUTUAL LIFE 


Insurance Company 
DES MOINES, IOWA 


Incorporated 1886 


FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 

















LIFE AGENCY CHANGES 








| 
GOES WITH MISSOURI STATE) @ reputation as ; 


Joseph A. Maynard, Well-Known Life 
Insurance Man of Kansas City, 
Changes His Connection 


\. Maynard, a well-known fie 
. 

circles, has joined the 

Kansas City branch of the Missouri 

State Life under Manager F. J. McCas- 

lin. Mr. Maynard, who is a native of 

Indiana, was formerly with the Equita 


ble Life of New York, where he won 


kk se ph 
ure mm msurance 





JOSEPH A. MAYNARD 





| 


Gees with the Kansas City Office of the 
! 


Missouri State 


leading producer He 
proved his title to this reputation im- 
upon his connection with the 
Lite by producing ap- 
$250,000 of business in his 


nediately 
Missouri Stat 
proximate! 
first month with the company 

Mr. Maynard has won many awards 
with the Equitable, with which he was 
connected 1906. He qualified as 
‘Golden Jubilee Con- 
vention” held in New York on the 50th 
anniversary of the founding of the 
Equitable, and in 1914 was elected vice 
preside nt of the first board of wovernors 
of the agency clubs He is also the 
owner of a “distinguished service” medal 
Equitable 


SInce 


a delegat« to the 


given by the president of the 
to leading producers of life insurance 

Mr. Maynard is a graduate of Val 
paraiso University and has two years 
work in law He is 


of postgraduate 
with the Missouri 


planning to specialize 
State Life on inheritance tax coverage, 
business and group insurance 

Prior to his connection with the 
Equitable he was at the head of a manu 
facturing establishment in Kansas City, 
serving as secretary and treasurer, and 
finally as vice president. He is well 
known among the business men of af- 
fairs of Kansas City. 


George W. Nelson 

George W. Nelson, who has been as 
sociate agency manager in the P. L. 
Girault agency of the Equitable of New 
York in Chicago, has been appointed 
manager of the Edgar H. Carmack 
agency of the State Mutual of Massachu 
setts in Chicago. Mr. Nelson is a life 
underwriter of ability and has built an 
excellent production record with the 
Equitable. He will take over the active 
management of the Carmack agency for 
the present, as Mr. Carmack, who has 
been in very bad health this last year, 

(CONTINUED ON PAGE 12) 
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vice presicent 


which we could 


and Brokers: 
ies that we accord 


To All Agents 
Por many years we have been tryins to evolve 3 plan by 
extend the same liberal treatment to the agents of other compm@m 


to our own men and womene Now we have ite 


By this new plan we are giving the 
ever offered on brokerage, surplus, 
y include renewals on any amount of business 
include 3 chancé to secure any honors and 
to earn with this Company. 
Do not mistake this for an appeal 
is not to take men away 
some way by handling such of their busines 
including surplus, substandard, Accident, 


Give your own company your loyal 


of business you cane We do not want you 
have surplus Life business, rememb 
non-forfeitabdle renewals. 


guaranteed, 

, whether because it already 
its own particula 
most men and women, sound morally, 4° 
protection on some form and at some rate. 
have taken in favor of the {insurance 35 
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liberalized our surplus an 
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ES, this is an entirely New and Improved Plan of 

an old Practice. Every successful Life Insurance 

man in the pursuit of his business, has clients who 
desire larger lines of protection than he is able to place 
in his own Company, and has clients who are not eligible 
for protection under the regulations of his own Company. 
It is this surplus and substandard business which we 
want. 

Our plan is new in that we are bidding for this business 
and are willing to extend to this insurance man, who has 
earned such recognition, the same privileges, commis- 
sions, and renewals, which our Agents receive. 

This practice, we feel, will permit the Agent to devote 
more time to his own Company in that he has a regular 
and open channel in which to place all surplus business, 
and will permit him to give his undivided time to serving 
his clients. 


Guaranteed Non-Forfeitable Renewals 

One of the most important points in our plan of han- 
dling surplus and substandard lines is that we pay liberal 
first year and renewal commissions on any volume ac- 
cepted from a broker or agent. We are giving especial 
attention to serving the agent who has been placing a 
small volume only, through channels other than his 
Company. 


Our Liberal First Year Commissions 

The high rate of interest earned on our funds (which 
funds are invested in the safest and most profitable se- 
curities—mortgages on improved farm lands) and other 
factors operate to build such surplus funds as enable 
the Company to pay liberal commissions to Agents and 
at the same time offer policy contracts, both non-partici- 
pating and participating, which have become famous for 
their liberality to the insured and to the beneficiary. We 
pay dividends to the beneficiary on instalments and trust 
funds even where the insured carried a non-participating 
policy. For many years we have been paying 5‘< on 
Trust Funds and Income Settlement Options. 


Substandard Coverage Liberalized 

We are extending and liberalizing our Substandard Cov- 
erage. It is our earnest conviction that we are rendering 
the greatest Life Insurance service to the public by 
offering a policy of some kind to the largest number of 
deserving people. We believe that the Agent who has 
the best channels through which to handle all the busi- 
ness of deserving applicants is rendering maximum serv- 
ice to his clients. This exceptional service will soon make 
him an outstanding figure in his community. 


A Chance to Earn a Trip to the Pacific Coast 


In the Agency organization of this Company, the 
highest honor awarded is membership in the Quarter 





M. E. Singleton, President 
LIFE ACCIDENT 
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Million Club. The primary requirement for qualification 
is that the Agent during the Club Year, July 1 to June 30, 
must pay for $250,000 of life insurance under club rules. 
In addition to the honor which membership in the Club 
carries, the members of the Quarter Million Club are 
given an annual Convention Trip. 

This year the Quarter Million Club held their Conven- 
tion at the Home Office in St. Louis, and then spent a 
week cruising the Great Lakes. There were brokers and 
agents of other Companies qualified and in attendance. 

In 1923 the Convention of the Quarter Million Club will 
be held on the Pacific Coast. 

YOU can win membership in this Club under the same 
conditions extended our own men. You can visit the 
Pacific Coast, without any expense to yourself, in com- 
pany with the livest group of insurance men in the 
country. 


What Agents Who Are Using Our Service Think 


“he reached for his check book” 

“You are certainly efficiency and thoroughness personified. I 
received your wire and immediately called upon Mr. ——, told him 
of our telephone conversation, showed him your telegram, and he 
reached for his check book, and gave me a check in full for the first 
year’s premium. Words fail me to properly express to you the deep 
appreciation of the splendid co-operation you gave me. 
wrote Mr. —— today telling him that I hope to have the honor of 
attending the convention of the Missouri State Life Insurance Com- 
pany next year. I want to know you folks better.” 


“T have placed $173,000 in your company since May 10” 


“I had the good luck yesterday of placing $50,000 on Mr. ——. 
This I gave you along with Mr. —— on whom you issued a like 
amount. I am certainly pleased with the way things are 


being handled and mighty glad to get your weekly paper. I have 
placed $173,000 in your company since around May 10. Am waiting 
for some more issue which will be placed when I get it.” 

“Start from there to qualify” 

“You talk so much, and I have read so much, about your trip on 
the Great Lakes, that I got the fever for an ocean trip. 
will be back on the job by Sept. 25, and start from there to qualify 
for your Quarter Million Club to be with you on your trip to the 
Pacific Coast next year.” 

“is much different from that of any other convention” 

“The personnel of the Convention, as well as the character of the 
entertainment and the feeling of good fellowship that prevails, is 
much different from that of any other conventions I have ever 
attended. These things are but another indication that the Missouri 
State Life Insurance Company is a real organization. I thank you 
for all that made my visit one of keen enjoyment and real pleasure.” 


Start Now to Qualify for This Quarter 
Million Club Trip 


The first month of the new Club Year is history, but 
there are eleven months remaining in which you can 
qualify for this Club Trip. Determine today that you 
will be a member of the 1923 Convention party and begin 
to build plans which will qualify you. Procrastination 
will make the task more difficult, even impossible. 

Send us your surplus business this month and make 
the first move to qualify for this Quarter Million trip. 


Home Office, St. Louis 
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Incidentally, This Is America’s First 
Exclusive Reinsurance Life Company. 





hese G PETE RAGAN, WES 





Reinsurance Lif 





KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 
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Northwestern National Life Insurance Seen | 


MINNEAPOLIS, MINNESOTA 


Mn 





Mutual, with unexcelled dividend factors. 

Mortality 1921, 44%. 

Interest earned upon mean invested assets 6.03%. 
Assets of $109 to each $100 of liabilities. 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 


Excellent direct general agency contracts available for — 
Central and Southern Ohio, Utah, Oregon and 


Northern California 





HULU NA LU 





“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 


NOTED FOR 
Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 

















r LIFE AGENCY CHANGES | 


(CONTINUED FROM PAGE 9) 


is unable to handle all of the office work. 
The two Chicago general agencies, 
headed by Everts Wrennand E, H. Car- 
mack, will continue to function individu- 
ally and Mr. Carmack will continue as 
general agent. Mr. Carmack is one of 
the veterans in the business and is the 
oldest general aoene in point of service 
in Chicago. He has been a prominent 
figure in the life insurance fraternity 
in the middest west and has been active 
in the management of his agency until 
this vear. His health is now improving 
and he is beginning to get back into 
the office routine again, although at 
present he can put only an hour or two 
a day at work. 














R. F. Lee 


R. F. Lee has been made manager 
of the western department of the State 
Life of lowa with temporary head- 
quarters at Hobson, Mont. He will 
develop the company’s interests in that 
state. The State Life has just been 
licensed in Montana. Mr. Lee was 
formerly with the Central Liie of Des 
Moines. He was later examiner for 
the Iowa insurance department, which 
position he held for several years. He 
joined the State Life as auditor, was 
later made assistant secretary and at 
the last election of officers was made 
a vice-president. Since that time he 
has been devoting himself to a devel- 
opment of the agency organization in 
conjunction with William Koch, vice- 
president and field manager. He is 
relinquishing his duties as vice-presi- 
dent to become western manager with 
the view of devoting his entire time 
and attention to the development o! 
general agency and agency work in the 
west for the State Life. 





R. E. Trosper 


Robert E. Trosper has been ap- 
pointed manager of the American Life 
of Detroit in Chicago. He is a brother 
of Vice-President Harold P. Trosper 
of the company. He is a graduate of 
law in the University of Kansas, and 
has served as sales manager for some 
of the large book publishing houses. 


John Allen 


John Allen, state agent for the 
Guardian Life in Montana before its 
withdrawal from the state, has be- 
come district manager for the Mutual 
Life of New York to cover the north- 
eastern part of the state. Mr. Allen 
is now establishing agencies through- 
out this section of the state. 


Reynolds Pomeroy 


Manager Charles J. Edwards of the 
Equitable Life in New York has ap- 
pointed Reynolds Pomeroy as_ branch 
manager of the Equitable Building 
Agency there. Mr. Pomeroy was orig- 
inally with the Courtenay Barber 
agency of the Equitable in Chicago. 
He has been one of the star produc- 
ers of the Edwards staff for the last 
six years. 


Eureka Life’s New Home 

The Eureka Life, which is celebrat- 
ing its 40th anniversary this year, re- 
cently purchased a building valued at 
$120,000 located on Fayette Street, Bal- 
timore, in the heart of the business and 
financial district, and has already 
moved to its new quarters, which are 
1 ag considerable change. The 
huilding, erected after the Baltimore 
fire, is of brick and steel, and is six 
stories high. 

This company has had a remarkable 
growth since December, 1918, and 
much of the credit for this is unques- 
tionably due to J. C. Maginnis, who 
came into the presidency of the com- 
pany at that time. 
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FIGURES ON TENNESSEE 
LIFE BUSINESS LAST YEAR 


More Policies Issued, But Total Writ- 
ings Less Than in 1920—Fraternals’ 
Big Slump 


According to figures on the business 
of legal reserve life companies in Ten- 
nessee last year contained in the an- 
nual report just issued by Commissioner 
Earl Rogers, the total business for 1921 
as compared with 1920 showed an in- 
crease of 18.33 percent in total number 
of policies issued and a decrease of $12,- 
531,624 or 6.77 percent in the total 
amount of policies issued. It is an ine 
crease of $49,697, or 4.51 percent in the 
number of policies outstanding at the 
end of the year and an increase of $55.,- 
745,685, or 9.64 percent in the amount 
of policies outstanding at the end of the 
year. 

Industrial Business 

Industrial business as compare d with 
1920 showed an increase of 25.81 per- 
cent in the number of industrial policies 
written and an increase of $17,933,068 
or 38.85 percent in the amount of in- 
dustrial policies written. Of the total 
industrial risks written on Tennessee 
business in 1921, Tennessee companies 
wrote $39,655,066, or 61.62 percent as 
compared with 50.19 percent of the total 
in 1920. While Tennessee companies 
wrote 61.62 percent of the total indus- 
trial business, they only received 43.18 
percent of the total industrial premiums 
The gross premiums received on indus- 
trial business amounted to $4,417,181, o 
21.35 percent of the total. 

The business is classified as follows: 

Tennessee ....$ 48,633,590 $ 74,288,711 


° 


Other states. 124,008,590 559,709,878 


Total $172,642,180 $633,998.589 





Tenn. (Ord.) $ 8.97 8,5: 24 $ 30,463, 360 
States .(Ord.) 99,574,261 492.761,45 


Total (Ord.).$108,552 . 785 $523. 224, 812 








Tenn, (Ind.) $39.655.066 $43,825. 351 
States (Ind.).. 24,434,329 66,948,426 


$64,089,395 $110.773.777 





Total (Ind.).. 
Figures for Fraternals 


Fraternals showed business written 
last year, $2,747,995; terminated, $3,475.- 
728; in force Dec. 31, $6,223,723. As 
compared with 1920 the report shows a 
decrease of 3,909, or 19.22 percent in the 
number of policies issued and a de- 
crease of $1,280,812, or 6.53 percent in 
the amount of policies issued. There 
was an increase of 18,193, or 22.18 per- 
cent in the number of policies in force 
at the end of the year and an increase 
of $5,079,511, or 4.50 percent in the 
amount of policies in force at the end of 
the vear. 





Oklahoma Death Causes 


OKLAHOMA CITY, OKLA,, Aug. 15.— 
Pneumonia claimed more victims in Ok- 
lahoma in 1920 and 1921 than any other 
disease, according to comparative statis- 
tics for those two yearg prepared at the 
state health office, with tuberculosis a 
somewhat close second. In 1920 there 
were 1,363 deaths from all forms of 
pneumonia, with 1,304 in 1921. The dif- 
ference is due probably from the effect 
of the flu In the two years, however, 
the total number of deaths as recorded 
by the state health office, vary little for 
the number recorded. In 1920 the total 
number was 11,318 while in 1921 the 
number was 11,104. 

Probably the most conspicuous item in 
the entire list of causes of deaths are 
the automobile fatalities. In 1920 there 
were 86 people killed, while in 1921 the 
number was 222. There were 151 deaths 
from accidental burns in 1920 and 116 in 
1921. There were 207 homicides in 1920 
and 168 in 1921, while 104 people com- 
mitted suicide in 1920 and 137 in 1921. 

The Peoples Life of Frankfort, Ind., 
has recently been examined by the In- 
diana insurance department and report 
has been filed. 
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NEWS OF LOCAL ASSOCIATIONS 
J erican National insurance mpany 
CLARK BALTIMORE PRESIDENT ©onducted in the fall by the Philadelphia 
| ge ~ ener y Be re announced last week | OF GALVESTON, TEXAS 
a : | by “Clayt” Hunsicker, former president | 
Well-Known Life Underwriter Is Al-| of the association. Th: mee present W. L. MOODY, JR. SHEARN MOODY, Ww. J. SHAW, 
ready Putting Association There authorized by the association at its last | President Vice-President Secretary 
on Advanced Ground meeting, but arrangements were not per- | 
fected on account of the vacation sea- | 
| —— son just beginning | FINANCIAL STATEMENT, DECEMBER 31, 1921 
TIMORE, Aug. 15.—At the re- President Staple appointed Mr. Hun- | 
election of officers of the Balti- sicker chairman of the Scout commit- | }] ADMITTED ASSETS LIABILITIES 
‘re Association of Life Underwriters —_ and oa Thursday a delegation of | Real Estate Owned. 8 896,517.61 Net Reserve, American Ex- 
aa Te ‘lark 7 : che underwriters, consisting of Mr. Hun- ||| Mortgage Loans (First Lien)......4,108,612.42 perience (3 and 344%).. ........$9,261,807.63 
ernest’ J. Clark, state agent o1 the | sicker, Frank Taylor of the Fidelity Mu- | Collateral Loans 1,000.00 Special and Contingent Reserves 204,251.00 
loht Hancock, was made president; | tual, Mr. Smith of the Pri vide nt Mutual | Loans Made to Policyholders (on Reserves for Death Losses in 
iwin VW Bartol, supe rinde nt ot the and Mr. Powell of the E quitable of lowa | Sapmy’s Policies) hr ett: yi Tygon of Acietmnene aad 105,608.25 
\letropolitan, vice-president; Thomas visited the Scout camp at Treasure Island | Cash fn Mnmien...o....sc0 ; 463,977.37 Pin my oh nc eo "" 429:129.51 
Green, general agent of the Fidel- | i" the Delaware River and watched the ii Certificates of Deposit. ...... 6,908.28 All Other Liabilities............. 158,244.72 
Mutual secretary Bernard B. boys drill “Clayt,.” who was formerly ||| Interest Due and Accrued.. . 237,661.04 Capital Stock. ..... $500,000.00 
“ie oe a scout master himself, delivered a | ]| Deferred and Uncollected Pre- Assigned Funds..... 243,252.00 
Gough of the Travelers, treasurer: | speech of encouragement at mess and | }I miums (Less Loading 221,999.36 Surplus...... . 1,070,643.81 
onard A. Spalding, general agent of | told what the insurances men were plan- All Other Assste....... ' e508 Serp) Policyh a z 1,813,8695.81 
ning to do | ————— Surplus to Policyhoiders ee 
o The proposed campaign is right in | fj TOTAL ASSETS . .$11,672,936.92 TOTAL LIABILITIES $11,672,936.92 
line with the underwriters’ idea of serv- 
ice,” said Mr. Hunsicke Wwe ant to : . } i 
aie eur hepa the ennentiels of eitinen 1T Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
ship. We plan to organize Scout troops - . i 
in as many as possible of the 500 | || Operates in Nineteen States and the Republic of Cuba 
churches of Philadelphia which do not | ]| 
have them. The boys are eager for Scout | a 
activities, but there are not enough lead- | 66 
caer Sas Shave ave uat enough hend- 15 ANCHOR TO THE ANICO 
ciation’s Scout committee to 100 men 





and give each man five churches and five 
weeks in which to ‘sell’ 
to those churches, which would be one 


inntad'uotsnis seesnton'sin || ONE OF THE REASONS for The Shenandoah’s 
surance men over the country | Unprecedented Success—The S-0-M-E Policy 





L 








* 
10,000 
San Francisco, Cal,—Seth B. Thomp- $ to Loan ARY DEATH 
son of the Union Central Life has been $14.683 { aia - 
nominated for the presidency of the 314,¢ 
| Northern California Associatior Mr 2. $20,000 -ACCIDENTAL DEATH 
Thompson has been vice-president for {PER MONTH FOR LIFE IF TOTALLY 
the past year and has been one of the | 3 $100 P - “ = . : er 
| mainstays of the organization for many | at {DISABLED 
|} years past A. V. Bayley Ir of the | and 
| Northwestern Mutual has been nomi- | fror } 
nated for the vice-presidency Paul K. | < ) =m : ; . —— 
Judson was nominated for second vice- | — \ rO YOUR FAMILY UPON YOUR DEATH 
— : president This will be a new office, | -— 
sanction of which will be carried at the $14,683 
ERNEST J. CLARK coming election meeting in September. | And matures as an old age endowment. Premiums payable for 
; ' : , Victor A. Anderson is slated for secre- | 20 years, with four liberal options NOT DEPENDENT UPON EX- 
the Mutual Benefit, chairman of the | tary and Fred S. Stripp for treasurer AMINATION 
executiy ymmiuttee. —— } ere SP md . ’ rap : vo y 
(oaths ong 3 Oe elie we demeeies ae Wihahel ONLY ONE OF OUR MANY LIBERAL POLICY CONTRACTS. 
. - —7" > ave tOTE ICI ire asua y in entucky | si 
thankful that they were able to act Mr.| — oe We also offer Double Indemnity and Disability as well as all 
, ia i. , } The Life & Casualty of Tennessee forms of policies (except Term) to women at the same rate as male 
Clark to accept the presidency, as he/| .1..,) recently entered Kentucky. has ek 
has had considerab! revious experi ste tear ee Se ae ee ee a risks. . a " . er 
ee a ee ae ee established an office at 503 Inter-South- | OUR STRENGTH—$2.06 for every dollar of liability 


ence m association work, having been | ern building, Louisville, and has actively 


president of the Baltimore (Association | entered the Kentucky field Martin H. | © C 
n : . li Tucker, well known in insurance cir- The Shenandoah Life Insurance Oo. 


1904 and also having to his credit 














financial outlay, Mr. Clark suggested | pniladelphia agency of the Provident 
increasing the dues to $10 for agents | Mutual Life. is spending a vacation in 


the honor of being the first editor of | cles, is district superintendent in — Roanoke, Virginia 
th “T is ee ’ ” of the Louisville office Other offices | . ; . ’ 
he Lite \ssociation News, pub- established in Kentucky include agents General and District Agency openings in Arkansas, North Caro- 
ished for the first time in September, | 4+ cGoyington. Newport. Lexington, Pa- lina, Virginia, West Virginia, New Jersey, Tennessee, and South Caro- 
1906, ducah. Owensboro, Winchester! Frank- | lina. 
One f he Ss i ‘tant steps | fe opkins . enderson shlan« — . — 
8 ee ee ee OOS ee ee See Se On Agency matters address—W. F. MACALLISTER, Agency Manager 
taken in years has already occurred | Bowling Green, Mayfield and Dayton. } . ; 
inder Mr. Clark’s regime. The mem- — - 
bership formerly was $7 per year for Life Notes | 
] +} . a ac > q . , 
oth agents and general agents. Real The Minnesota Mutual Life of St. Paul | 
zing the difficulty of running a suc-/ jas just been admitted to Indiana | 
cessful association on such a small Paul Loder, superintendent of thé 
] 
| 
mereaing the aus to $1 aa at, ie erenting, 2 oan, | MPANY OF 
eS = | secretary, has just returned from a num- | 
Philadelphia, Pa.—Plans for a well- | ber of motor trips through Virginia and | 
ganized Boy Scout campaign, to be elsewhere 





SUCCESSFUL 
SALESMEN— 


BANKERS LIF 


GEO. KUHNS pres DES MOINES 





WANTED | 
One of the Standard Legal Reserve Life 


Insurance Companies,—Location Middle West, 
wishes two reliable representatives to do special || 
Field work in Illinois and Indiana. Salary and 
Commission. None but producers need apply 

new and up-to-date policy forms—hard to beat! 
Reference required. For detailed information 
address B-39, care of the National Underwriter. 
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“Miracle” of Life Insurance 





} te a recent laudatory article written by the editor of a 
magazine for salesmen, “How to Sell—and What,” The 
Columbus Mutual Life Insurance company of Columbus, 
Ohio, was declared to be the “Miracle” of Life Insurance 
because of its success in reducing cost of insurance and 
building up its surplus and because of what it has done for 
agents—enlarging their opportunities and increasing their 
rewards. Other companies in time, the editor predicted, 
will be obliged to adopt the methods inaugurated by 
President C. W. Brandon. “The accomplishments of Mr. 
Brandon are the marvel of insurance men,” he wrote. 
“They never thought it could be done. Now they are lay- 
ing their tributes at Mr. Brandon’s feet.” 

So great has been the demand for this magazine article 
that it has been republished in pamphlet form. The first 
edition of the pamphlet was quickly exhausted and a 
second issue has been published. A copy will be sent 
free to any one writing his name and address in the margin 
of this notice and forwarding to the Home Office, at Co- 
lumbus, Ohio. 

The Columbus Mutual system eliminates all “middle- 
men,” general agents, supervisors, managers, etc. Great 
savings thus effected mean increased policy dividends and 
larger rewards for agents. The Company’s agency con- 
tract includes such striking innovations as Vested 
Renewals and Unrestricted Territory. 

Any life agent thinking of a change in connections 
will find it to his permanent profit to get in touch with 
the Columbus Mutual at Columbus, Ohio. 




















Having recently entered the States of 
Texas and Minnesota we have desirable 
territory open for General Agencies 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 


Books, etc. paphenaticg the “Unique Manual 
Digest,” publis! annually in May at $3.50 and the 








| “Little Gem” published annually in April at $2.00. 


|_MANY NEW POLICY FEATURES 


Abarat 
| Massachusetts Mutual Announces New 
Forms to be Issued Jan. 1, 1923, 
With Several Changes 


ae 





|| : ‘ 
|| At the annual convention of the 


| Agents’ Association of the Massachu- 
setts Mutual in Springfield, Mass., Asso- 
ciate Actuary A. T. Maclean outlined 
the changes from the present policy 
form which will be put into effect Jan. 
1, 1923. Among the new features ot 
the Massachusetts policy are the follow- 
ing: 

If a premium is paid other than as pro- 
vided in the application, an amendment 
| should be obtained but the policy does 

not have to be returned. A photographic 

copy of the amendment will be sent to 
the agent to be attached to the policy. 
The incontestable clause changed to 
cover suicide in the first year. This has 
been made necessary by recent court de- 
cisions, and all of the prominent compan- 
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ies have made or are making similar | 


dinary Life policies now contain the com- 
| plete convertible clause, the benefits of 
this clause being retroactive. Under the 
new clause, the insured may now estab- 
lish his age so that no question will arise 
| when the policy becomes a claim. 
The dividend clause has been improved 


changes in their policy forms. All Or-/f 


| by the separation of the paid-up and ma- | 


use of dividends. 


may not commute or assign has been re- 


turity options, indicating more clearly | 
than heretofore the possibilities of the | 


The provision whereby the beneficiary | 


worded so as to provide more complete | 


protection to the beneficiary. The condi- | 


tions relative to option “C” have been re- | 


vised so as to make it clear that a full 
year’s payment under the option is made 
in the year of death. An addition has 
been made to the reinstatement clause 
‘providing for reinstatement within 31 
days after the end of the grace period 
without evidence of insurability, subject 
to a request signed by the insured. The 
basis of its cash values is now the full 


| reserve under the contract from the third | 


year onward. The second year value is 
the same as at present—namely, the re- 
| serve less $10 per $1,000. These values 


are retroactive and will be paid under all | 


policies surrendered after Jan. 1, 1923. 

The disability clause has been re- 
worded so as to make it simpler, the 
principal features of the clause being: it 
has been made clear that if, for example, 
‘a policyholder becomes disabled after the 
payment of a quarterly premium, he is 
immediately protected so far as the an- 
nuity payment is concerned, and pro- 
tected so far as the premium payments 
are concerned after the remainder of the 
current year’s premium has been paid; 
“the disability benefits are now payable 
‘immediately after approval of the dis- 
ability claim without waiting period; the 
policy may, if desired, be surrendered 
,and the insured continue to receive the 
annuity payments. 

Under endowment policies, it is pro- 
vided that if the insured becomes dis- 
abled prior to age 60 or 65 and before 
the maturity of the policy, the annuity 
‘income will be continued as long as he 
may live and continues disabled, instead 
of ceasing at the maturity of the endow- 
; ment as at present provided. A policy- 
| holder having one of the present endow- 
| ment disability forms may have the 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance tn Force, $13,500,000 
H. H. ores, F.L. a 








Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 


Treasurer Medical Director 











“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «8.7 Bids.) TOWA 


TERRITORY 
IOWA SOUTH DAKOTA 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 


Agencies 

















C. D. RENICK, President 








Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, Michigan and Illinois, for District and 
General Agents, who are capable of handling men. 


Best Commissions and Renewals. Renewals onced earned will be paid 
you or your estate. If interested in building for yourself, write 


ERNEST E. WEBSTER, General Agency Manager 


! 
| 
| 
| 

















A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest ef all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 
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change made to the new form subject to 
evidence of insurability. The period of 
the disability coverage has been changed 
to the anniversary of the policy on which 
the age at nearest birthday is 60 or 65 


years. 





Northwestern National 
Effective Aug. 1, the Northwestern Na- 


tional Life increased its limit on double 
general accidental death benefits from 
$10,000 to $25,000. It can therefore now 


issue a policy of $25,000 containing in- 
disability and double general ac- 
features. No double accident 
will be granted when the 
already carries $25,000 of such 
benefits in connection with life policies 

when the total principal sum acci- 
dent benefits in life and accident poli- 
cies combined exceeds $100,000. 


come 
cident 
benefits 
plicant 


National Life, U. S. A. 


The National Life, U. S. A 
nounced an increase in limits 
written on female risks, effective 
15. The company has increased 
net limit on standard female lives 
between the ages of 30 and 50 to $10,000. 
On standard female lives between the 
ages of 15 and 29 and 51 to 60 the pres- 
ent limit of $5,000 will remain These 
limits are the amounts that the company 


has an- 
for poli- 


Aug. 
the 


| One distinctive feature provides 


ap- | 


| Payment would be 
first five 











will carry itself and in no way affects | 


the handling of larger applications | 
through reinsurance arrangements. The | 
National Life, U. S. A. is making a con- 
siderable campaign for life business on | 
women at the present time. | 
| 
Mutual Life of New York 

Another forward move announced by 
the management of the Mutual Life is 


the issuance of a new disability provision 
for its policies, effective immediately. | 
that if 
the disability of the assured continues | 
for five years, payments thereafter will | 
be increased 50 percent, an additional 50 
perecent being allowed after ten years, 
thus under a $5,000 policy the disability 
$50 a month for the 
years, $75 for the succeeding 
five years, and $100 a month continuously 
thereafter. It is further agreed that if 
disability continues three full months, it 
will be assumed as permanent Waiver 
of premiums, as heretofore, together with 
continuation of full annual dividends and | 


full annual increase in cash values will 
be continued. 
The Mutual Life, it will be recalled, 


blazed the way for immediate disability 
payments, a practice now followed by the 
great majority of the life companies of 
the country offering the disability fea- 
ture 








WITH INDUSTRIAL MEN 








NEED CONSERVATION OF TIME | 


Industrial Agent Must Organize Smooth 
Running Program and Save Time 
of Self and Prospect 


Time is the greatest asset of any in- 
dividual in any line of business and 
the greatest thing one has to buy or 


Is 


sell, but this is especially true of the | 


industrial insurance solicitor. Out in 
the debit the agent has a policy to sell 
and service to the policyholder to sell, 
but under it all the fundamental article 
for sale time. And because of its 
value it should be filled with forceful, 
strategic acts of service that will best 


is 


ness in Tennessee The standard policy 
provision law of 1907 provides that the 
acts do not apply to industrial policies 
and thus the department has no juris- 
diction over such policy forms. Mr. Rog- 
ers feels that the magnitude of this 
|} class of business calls for some super- 
vision by the department One of the 
suggestions made is that the industrial 
policies adopt either the standard in- 
dustrial table of mortality or the sub- 
standard industrial table of mortality, 
with an assumed interest of 3% per- 
cent for their valuation It is also sug- 
gested that the liability due to the non- 
ecancellable feature of the policies in re- 
gard to sick and accident insurance 


care for the interests of the company, | 


the agent and the policyholder. 

Managers and superintendents con- 
stantly imsist that conservation of time 
is of ranking importance to the man in 
the debit, as he must outline and en- 
force a_ strict program of work or 
the successful termination of effort will 
not be gained. This is the reason that 
the industrial man finds this more im- 
portant than men in other classes of 
insurance or other phases of business. 
It is all important to all people, but 
especially so to the man whose work 
consists in following a weekly program. 
[The man who becomes an outstanding 
figure in the weekly business is the one 
who develops a smooth running col- 
lection and prospecting machine, which 
can only be accomplished through con- 
servation of time. Collections must be 
routed and the schedule followed. Cer- 
tain time must be devoted to solicitation 
and breaks from wasted time or broken 
schedule must be avoided. As _ each 
week brings a repetition of the weekly 
program, no single part of the program 
can be allowed to fall aside. The con- 
servative use of all the time is not only 
necessary for the successful operation 
of the weekly program of the agent, 
but it is required for the interests of 
the prospects and policyholders. If the 
agent is to be successful in his solicita- 
tion, he must waste the time of neither 
those in the debit nor himself. 


Recommends Legislation 


NASHVILLE, TENN., Aug. 15.—Among 
} recommendations for legislation in- 
uded in the annual report of the Ten- 
nessee insurance department that for 
the placing of industrial life, health and 
ecident companies under the jurisdic- 
tion of the department Commissioner 
Earl Rogers explained that no legisla- 
tion referring specifically to companies 


is 





writing industrial insurance has ever 
been enacted in Tennessee There are | 
three companies of this class which are | 
cated in Tennessee, one of them being 
ne of the leading companies of the 
untry, and there are five companies of 
ther ‘states licensed to do this busi- | 


serves 


should be recognized and proper re 


set up in the company’s statement 
News of the Prudential 
Agent Edwin G. Schaefer of the St 
Louis No. 4 district is a good producer 


ot business. His forceful and aggressive 


methods have been rewarded by promo- 
tion to assistant superintendent in the 
same district. 


The staff of S. Frank Clutter, assistant 
superintendent at Kansas City, Kan., 
holds first position among the assistancy 
leaders of Division L in the writing of 
ordinary. 

Agent Marvin R. Barnds of the Sedalia. 
Mo. district is a steady and persistent 
producer of industrial and ordinary busi- 
Judging from the present rate he 
going at this time, there no doubt 
but what he will surpass his fine record 
of last year. 


ness 


is is 


Bankers Reserve in Ohio 


\nother good company has just been 
admitted to Ohio. It the Bankers | 
Reserve Life of Omaha, which this year 
is celebrating the 25th anniversary of 
its founding by erecting a massive home 
office building. The company now 
seeking managers in Ohio, which 
the thirty-fifth state in which the com- 
pany operates. Since the war the Bank- 
ers Reserve has rapidly expanded and 
is today one of the strong middle west 
life companies. 
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Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to preducing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 














Incorporated in 1862 in the Commonwealth of Massachusetts 


Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first sign 
of the Declaration of Independence. 

In 60 years it has grown to be the largest fiduciary institution in New England. 

Policies made secure by reserves maintained on the highest standard with an adequate Con- 
tingent Fond providing protection against all emergencies. Total Assets, $239,693,000; Policy- 
holders’ Reserves and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. 

Business done through agents. Information and advice on any matter relating to life insur- 
ance are available at any time through the Agencies or Home Office of this Company. 








INSURANCE COMPANY 
MASSACHUSETTS 


OF BOSTON 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT ““° MONTHLY INCOME INSURANCE. 


is] atecas LATEST POLICIES AND AGENCY CONTRACT Sai S7\nes 
Openings OHIO, IND., KY. MICH. and W.VA. Write Columbus 








17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant*himself with the additional life protection he intends 
to take sometime. 

__ We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 
For Contracts and Territory, Address 


H. M. HARGROVE 


Beaumont, Texas 


President 














, "Easy to read, easy to digest 
buyer of “Easy Lessons in Life 
National Underwriter Company, 


easy to remember, easy to put at work making dollars for me’ 
Insurance,”".a text and review book with quiz supplement 
1362 Insurance Exchange, Chicago 


thus writes a 


$1.00. The 








Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 


Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


EDMUND P. MELSON, President 
\ 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 
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Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have Age Limits from 2 to 60. Policies for substantial amounts (up 
to $3,000) for Children on variety of Life and Endowment plans, thus enabling 
parents to buy all of the Family’s insurance on the Ordinary, i.e. Annual, Semi- 
annual or quarterly premium plan. Participating and Non-Participating Policies. 


Same Rates for Males and Females 


Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 

















More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have 

more policy contracts in force than this company. A study 

of the following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 

$ 5,614,764 $10,279,663 $ 28,295,931 
371,106 613,615 1,294,394 

49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Assets 
Policies in Force 
Insurance in Force 
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Insurance Company 


OF IOWA 


Results of 1921 
Insurance in force ........ ca ceeeess «+ $286,934,616.49 
Admitted Assets..........-. cake ana . $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 














CONSERVATION OF BUSINESS 


Ww instating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus ctandasdising and conserving the business, increasing = Fe ‘ pees lapses, and keeping 
\ tisfied, t practically no expense e Compani ops 
Our. Gieaeseseer ight - ease of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 


10 So. LaSalle St. Chicago, Illinois 
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FEDERAL LIFE’S PLANS 

ANNUAL MEETING PROGRAM 

Leading Producers of Company to Hold 
Business Sessions in Chicago 


and Toronto 


Arrangements for the eleventh an- 
nual meeting of the Federal Life Club 


and the “Inner Circle” of the Federal | 
Life of Chicago have been completed. | 


There will be a business session at the 
home office on Aug. 19. The entire 
delegation will then board a_ special 
train for Niagara Falls and Aug. 20 
(Sunday) will be spent there. The fol- 
lowing day will be devoted to another 


business session at Toronto, Can. On |} 


Aug. 22, and continuing through Aug. 
24 the annual meeting of the National 
Association will be held in Toronto, 
and the Federal Life men will stay over 
for this convention. 
First Day’s Feature 

C. C. McCue of Iowa is this year’s 

president of the Federal Life Club, and 


he will open the home office session. | 


President Isaac Miller Hamilton will 


extend greetings from the home office, | 


and there will be responses by W. E. 
Moreland of Oklahoma and R. A. Ridg- 
way of Kansas City, Mo. Darby A. 
Day, Chicago manager of the Mutual 
Life of New York, will give the prin- 
cipal address on the first morning, hav- 
ing as his subject “You as a factor.” 
The remainder of the program for the 
two business sessions is as follows: 


ALG. 19, 2 P. M. 


President of cash prizes by President 
Hamilton. 

Address—"“A Message to Federal Life 
Representatives,” by George Barmore, 
Superintendent of Agents. 


Address—"“The Fundamentals of Life 
Insurance,” by Robert F. Short, Texas. 
Discussion open to all members. Led by 


R. S. Pope, Michigan. 

Sales Demonstration—Fitting the Pol- 
icy to the Prospect. Selling Life Insur- 
ance for Specific Purposes R. A. Ridg- 
way, Missouri, Agent: A. A. Cervantes, 
Missouri, Prospect. Discussion open to 
all members Led by J. H. Mize, Texas. 

Sales demonstration — Selling a non- 
cancellable accident and health policy to 
a prospect who thinks the small can- 
ecellable policy that he carries affords 
adequate protection. R. A. Ridgway, 
Missouri, Agent; Ross L. Bunting, Iowa, 
Prospect. Discussion open to all mem- 
bers. Led by L. J. Leahy, Illinois. 


MONDAY MORNING, AUG, 21, 


|} and Its Advantages,” by J. 


| Thomas, 


Meeting called to order promptly at 
. } 


9:30 A. M., 


Address—"“Planning the Day's Work,” | 
by H. E. Williams, Texas. Discussion 
open to all members. Led by J. D.} 


Thomas, Ohio. 

Address—"“My Favorite Life Policy and 
Its Advantages,” by L. M. Wood, Okla- 
homa. Discussion open to all members. 
Led by S. J. Heinmiller, Michigan. 

Sales demonstration—Insuring the col- 
lege education of a child. R. S. Pope, 
Michigan, Agent; W. C. Hardgrove, Mich- 
igan, Prospect. Discussion open to all 
Led by C. E. Scruggs, Texas. 

Address—“How to Build and Serve a 
Clientele,” By W. W. Keith, Texas. Dis- 
cussion open to all members. Led by 
H. O. Wooster, Michigan, 


Address—"“How to sell Accident and 


Health Policies, so that claims can be 
adjusted in a manner satisfactory to the 
Policy Holder, the Company and the 
Agent,” by Ben Thorp, Texas Discus- 
sion open to all members. Led by C. E. 
Scruggs, Texas. 

Sales demonstration—Selling the most 
suitable commercial Accident and Health 
policy to a prospect who is a physician 
and surgeon with a large practice. C. 
C. McCue, lowa, Agent; E. F. Forsythe, 
Missouri, Prospect Discussion open to 


all members. Led by R. L. Bunting 
lowa. 

Address—“Claim Service and Its Rela- 
tion to Production,” by Ross J team, 


Mo., Claim Auditor, Federal Life Ins. Co. 
demonstration—Partnership in- 
surance J. H. Mize, Texas, Agent; Mor- 
ris Hochberg, Texas and Robert F. Short 
Texas, Prospects Discussion open to all 
members Led by H. H. Thomas, Illi- 
nos. 


Sales 


Address—"The Possibilities Open to a 
Representative of the Monthly Premium 
Accident & Health Department,” by C. W. 
Revell, Georgia. Discussion open to all 
members. Led by H. E. Williams, Texas 

Sales demonstration—Federal income 
policy Lee O. Wright, Georgia, Agent; 
Cc. W. Revell, Georgia, Prospect. Discus- 
sion open to all members. Led by H. E 
Lane, lllinois 


AUG 21, 2 P. M. 





Address—"“What's Ahead in Business,” 
by Howard W. Harrington, Advertis- 
ing Manager, The Moline Plow Co., Inc. 

Address—"Conservation of Business in 
the Life Department,” by H. C. McCann 
Michigan. Discussion open to all mem- 
bers. Led by S. J. Heinmiller, Michigan 
-“The Monthly Income Policy 
B. Fellheime: 
Texas Discussion open to all members 
Led by H,. O. Wooster, Michigan 

Sales Demonstration—Monthly incoms 
policy. J. B. Fellheimer, Texas, Agent; 
Jen Thorp, Texas, Prospect Discussion 
open to all members. Led by W. E 
Moreland, Oklahoma. 


Address 


Address—*Present Day Possibilities in 
the Accident and Health Business,” by 
A. A. Cervantes, Missouri. Discussion 
open to all members. Led by G. C 
Bohon, Kentucky. 


Sales demonstration—Selling a com- 
mercial accident & health policy to a 
prospect who has always carried his 


protection with an assessment company 
George C. Bohon, Kentucky, Agent; J. 
Db. Thomas, Ohio, Prospect. Discussion 
open to all members. Led by R. S. Pope, 
Michigan. 

Address—“Selling Life and Accident 
& Health Insurance as a Vocation for 
Women,” by Mrs. G. G. Peaper, Okla- 
hema. Discussion open to all members. 
Led by Mrs. M. A. Carroll, lowa. 

Sales demonstration—Selling life in- 
surance to a prospect who spends his 
entire income on his family in advance 
lL. J. Leahy, Lllinois, Agent: H. H 
lllinois, Prospect. Discussion 
open to all members. Led by Ben Thorp, 
Texas. 

Meeting of the Inner Circle 


Philadelphia Life’s Leaders 


Edward C. Frank, Ohio state agent 
for the Philadelphia Life, was the com- 
pany’s biggest producer during July. 
He has been with the company less 
than a year but during that time has 
headed the list of producers four times 
and was on the honor roll four other 
times. Samuel Bernstein of Philadel- 
phia missed first place for July by 
about ten minutes, arriving late with 
a bunch of applications and capturing 
second place. D. E. Edmonson of 
Philadelphia ran third. 





Under Our Direct General Agency Contract 


Our Policies Provide for 


Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 





BUILD YOUR OWN BUSINESS 


Disability Benefits 








a INSURANCE CO. | 


66 BROADWAY 


NEW YORK | 
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DUFFIELD NAMED NEW 
HEAD OF PRUDENTIAL 


(CONTINUED FROM PAGE 1) 
Prudential, of which company his 
father, the late Senator John F. Dryden, 
was the founder and president until his 
death in 1912. 

Forrest Dryden served as a home of- 
fice clerk and in the field service and 
successively filled various offices up to 
the secretaryship and through several 
vice-presidencies in the company organi- 
zation, thus obtaining a thorough 
grounding in the business of the organi- 
zation that fitted him to succeed his 
father as president. He had long taken 
an active interest in the Association of 
Life Insurance Presidents and at the 
present time is a member of its execu- 
tive committee. He holds directorship in 
a number of prominent financial insti- 
tutions both of this city and of New 





York, and also holds membership in 
several leading clubs of Newark. 
Breakdown in Health 
No public statement ever has been 


made as to the exact condition of Mr. 
Dryden’s health or of any definite cause 
for his breakdown. Friends close to 
Mr. Dryden also were of the opinion 
that the ordeal of testifying at length be- 
fore the Lockwood investigating com- 
mittee of the New York legislature last 
year, when the Prudential operations in 
New York were put under close scru- 
tiny, materially increased his nervous 
condition and contributed greatly to 
what has been termed the actual break- 
down that made himself, his family, his 
physician and his personal intimates 
and advisors feel that the six months’ 
cessation from business was a necessity. 


At that time it was confidently ex- | 


pected that his restoration to normal 
health would be brought about by the 
extended rest. Instead, however, there 
was no improvement. Then, only a 
short time ago, it was decided by Mr. 
Dryden that he would net return to 
New Jersey and continue as president 
of the Prudential, but that as he was in 
need of still further rest, it would be 
neither fair nor wise to expect the board 
of directors to continue his leave of ab- 
sence beyond that half year period. 


Duffield Logical Successor 


When it was noised about that Mr. 
Dryden was not likely to return to ac- 
tive business affairs, it was taken for 
granted that Vice-President Duffield 
would succeed to the presidency of the 
Prudential, hence no _ surprise was 
shown when such action was announced 
by the company’s directors late today. 

Mr. Duffield was born in 1871. After 
finishing at the Lawrenceville, N. J., 
preparatory school he entered Princeton 
University, from which he was gradu- 
ated in 1892. Two years later he was 
graduated from the New York Law 
School. He studied in the law offices of 
Frederick W. Stevens and John O. H. 
Pitney from 1892 to 1895, and after his 
admission to the bar in February, 1895, 
was associated with the law firm of 
Depue & Parker in this city, later form- 
ing a partnership with William B. Kin- 
ney. this continuing until 1901, when 
he formed the firm of Colie & Duffield. 
In 1904-1905 Mr. Duffield served as a 
member of the Assembly and in 1905 
and 1906 he served as assistant attor- 
ney general of New Jersey. On Nov. 
15, 1906, he joined the legal staff of the 
Prudential and in 1913 was elected a 
vice-president and general solicitor of 
the companw: 

During the war Mr. Duffield was head 
of the Liberty Loan Committee of 
South Orange and also headed other 
war activities in the village. In April, 
1920, he was elected a member of the 
board of trustees of Princeton Univer- 
sity. He is a member of many well 
known national and local organizations 


He is a member of the Protestant Epis- 
pal Church. 
Tribute to Mr. Dryden 
accepting the resignation of Mr 
Dryden as president of the company, its 
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directors went upon record as attesting 
their “appreciation of the services ren- 
dered by Mr. Dryden in the various po- 
sitions he has held with the company 
since early manhood, and in particular 
the services rendered by him since he 
became president in 1912. During this 
latter period the company has prospered 
as never before Its and the 
number of its policyholders have more 
than doubled and the company is today 
in a stronger position than ever before. 
To this success Mr, Dryden contributed 
in no small degree. He was always 
jealous of the honor of the company and 
indefatigable in its service.” 

Duffield Honored 


assets 


President-elect Duffield was the re- 
cipient of many congratulatory mes- 
sages when he reached the Prudential 
office on Tuesday and was the guest of 
honor at a dinmer tendered by the Har- 
vard Club in New York the same even- 
ing. He is the fourth Princetonian upon 
the directorate of the company and 
the second from that university to hold 
the presidency of the Prudential, John 
F, Dryden having been a Princeton man. 


is 


Mr. Duffield declared emphatically 
that no marked changes were contem- 
plated in the policy of the company; its 
founder having planned so wisely that 
the original aims and practices had 
proved both safe and progressive and 


would be faithfully carried on 


INSURANCE SALES'FOR 
SIX MONTHS OF YEAR 


(CONTINUED FROM PAGE 2) 


II. Ratio of the month’s new busi- 
ness to the preceding month’s new 
business. 

III. Ratio of the new business of 
the year to date to the new business 
last year to the corresponding date. 

New England 
(1) (2) (3) 
Maine 98 107 97 
New Hampshire 115 187 98 
Vermont 74 #105 g8 
Massachusetts 111 84 107 
Connecticut 90 103 102 
Rhode Island 155 121 113 
Middle Atlantic 
New York 113 104 107 
Pennsylvania 106 101 106 
New Jersey : 154 132 111 
Delaware 83 122 100 
Maryland 122 106 110 
IDbistrict of Columbia 121 88 121 
West Virginia 123 108 8 
Southern 
Virginia ore a0 82 
North Carolina 138 102 112 
South Carolina 100 86 92 
Georgia : 90 83 100 
Florida 74 77 100 
Kentucky 103 92 97 
Tennessee 89 104 106 
Alabama 100 130 96 
Mississippi 109 137 82 
Arkansas : a 78 125 
Louisiana . 86 102 1 
Central 
Ohio 114 107 102 
Michigan 112 90 104 
Indiana 108 68 105 
Illinois 96 95 a9 
Wisconsin 91 6 10 
West Central 
Kansas : ; 97 94 81 
Missouri 108 105 46 
Nebraska 103 110 100 
Iowa : 107 106 93 
Minnesota : R6 90 90 
North Dakota 90 #118 RE 
South Dakota 94 77 7 
Southwestern 
Texas eee &8 91 91 
Oklahoma 101 119 82 
New Mexico ; 96 94 121 
Arizona : , 52 112 118 
Western 
Colorado 101 108 77 
Wyoming 107 83 74 
Montana 83 10603 76 
BORMO cccwcecsesecsecees -- 94 98 73 
Utah ees : 86 82 74 
Nevada oe 150 125 102 
Pacific 
California : 132 97 121 
Oregon 93 g3 4 
Washington 109 110 a9 
Summary by Districts 
New England 107 96 104 
Middle Atlantik 114 106 108 
Southern ; R4 96 99 
Central 104 100 102 
West Central 100) «6101 92 
Southwestern 96 100 92 
Western 98 oF 78 
Pacific 121 190) «6113 
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Co-operation That Counts 


Two of the features in Tue Guarpian’s comprenhensive 
plan of service to Agents which aid our representatives to 
increase their production: 


A Tratninc Course for new Agents. 


The Prospect Bureau, which develops real, 
bona-fide leads for all Agents, old and new. 


If you want to know the whole story of what this 


Company is doing for its Agents, address: 


T. LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 








Splendid Business Openings 


for three live insurance men, big enough to qualify for 
Ground Floor General Agencies 
for one of the besi companies. 


Northwestern National Life Insurance Co. 
HARRY WOOD BLOUNT, State Agent for Illinois 
740 Continental & Commercial Bank Bldg. Chicago, Ill. 








Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 


and a premium waiver with $10.00 monthly income disability. 
OS $21.02 Endowment Age 50....... $44.8 
20 Payment Life......... 31.12 Endowment Age 55....... 33.15 
20 Year Endowment. ..... 44.82 Endowment Age 60....... 29.52 

| 35.71 Endowment Age 65....... 25.78 
Endowment Age 85....... 22.37 Endowment Age 70....... 20.42 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 


Southland Life Insurance Co. 


DALLAS, TEXAS 








HARRY L, SEAY, President 











Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city , 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 


The Masonic Mutual Life Association 


Manager of Agencies or 
111 No. Broad Street 


Philadelphia, Pa. 








' This Did Not Happen by Chance 
New Insurance Issued im 1921 ...........«s $ 42,448,000.00 
Gain in Insurance in Force. ..............ss6. 30,124,750.00 
Insurance in Force Dec. 31, 1921. ............ 101,222,295.00 
ae MNES nascnsvensonseecnepsseaceuconessscceses 4,613,494.57 
Sy PN OD OUTED onaceccccescnceseceeooesesss 1,518,954.00 
m=. Increase in Reserve 1,282,156.00 
™™.« Increase in Surplus 225,575.00 





pm ny —— | ng | +5 Lowest Net Cost 
bsolute Security — Perfect rvice — uare Deal 

A Satisfied Field Force = =e 
William Montgomery, Pres. Homer Building, Washington, D. C. 
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HOLDS ANNUAL OUTING 
PEORIA LIFE’S CLUB MEETS 


$100,000 Men Gathered With President 
Emmet C. May at Grand Island 
Last Week 


The $100,000 Club of the Peoria Life 
had its annual outing and convention 
last week on Grand Island in Lake Su- 
perior. Nine states of the central west 
were represented at this sixth annual 


outing, President Emmet C. May head- 
ing the party, which made the trip 
from Chicago. President May’s out- 


line of the plans for the new club year 
and the address of the new club presi- 
dent, Kaspar Schmitt, were two of the 
features on the speaking program 
which took one day of the outing. The 
other speakers and their topics were 
as follows: 

“What Elements 
Have to Succeed?”—Henry Loucks. 

“Does a Mid-Summer Campaign 
Pay?” ‘“Managers’ Co-operation on 
Sales Course”; “Best Methods of Col- 
lecting Renewal Premiums”—W. H 
Logan. 

“Best Methods of Collecting 
newal Notes”—W. H. Luellen. 

“How to Secure Enthusiasm in an 


Must an Agency 


Re- 


AMERICAN 
CENTRAL 











Agency”—Fred Avery and J. H. 
Ritchey. 

“What Development Is Worth Most 
to a State Agency?”—Lee R. James 
and Den Hunt. 

“How Many New Full-Time Agents 
Should an Agency Add a Year to 
Show Proper Progress?”—T. A. Stamp 
and Paul Hawkins. 

“Records of Club for 1922-23”—Wal- 
ter E. May. 

“Advantages of the New All-Star 
Membership in the Club”—T. E. Rog- 
ers and I. R. Conklin. 

“How to Make the Agency Quota 
of Club Members’”—J. D. LaRue. 

The club members are enjoying their 
outing at Grand Island. Six years ago, 
in 1916, the club held its outing at 
Grand Island and it was so delightful 
that it was by request the outing was 
held again there this year. 

There are five members of the Quarter 
Million Club, eleven members of the 
$200,000 Club and forty-nine members 
of the $100,000 Club. The officers of 
the $100,000 Club are as follows: Presi- 
dent, Kaspar Schmitt; 1st vice-president, 
G. D. Reed; 2nd vice-president, A. A. 
Roeser; 3rd_ vice-president, E. W. 
Neuchterlein. 

The officers of the $200,000 Club are: 
President, F. H. Avery; 1st vice-presi- 
dent, T. A. Stamp; 2nd _ vice-president, 
W. A. Willis; 3rd vice-president, M. E. 
Ball. 





LIFE 





LIKES THE LIFE FOLKS 


HOUSTON HANDS OUT PRAISE 





Illinois Insurance Superintendent Says 
the Fire Insurance People Use 
Tactics to Delay Action 


Insurance Superintendent Thomas J. 
Houston of Illinois created some com- 
ment on his address at the laying of the 
cornerstone of the Illinois (‘Life’s new 
building in Chicago some days ago. 
Mr. Houston was commending the life 
companies for their promptness in re- 
sponding to demands. He said that he 
had less trouble with the life companies 
than any other class and he felt that 
special attention should be called to 
the situation. 

Criticises Fire Officials 


Superintendent Houston was asked 
later what criticism he had of the other 
classes of companies. He said that 
some months ago he asked the fire com- 
panies to file with» his department all 
their policies, forms, clauses. etc. Not- 
withstanding this request, Superintend- 
ent Houston said that it had been com- 
plied with only casually. great 
majority of companies seemingly had 
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paid no attention to the request. Su- 
perintendent Houston said that the 
fire companies use dilatory tactics and 
are suspicious of everything the insur- 
ance departments do. He declared that 
he would be compelled to take sum- 
mary action in regard to companies that 
had not responded to his request. 
Life Companies Respond 


“I am getting tired of the manner in 
which the fire companies are acting,” 
said Superintendent Houston. “I have 
given them plenty of time to comply 


with this request which is a_ very 
reasonable one and which, under the 
law, I am permitted to do. We want 


to see what policies, clauses and other 
riders the companies are using. This 
I feel is necessary for the protection 
of the public. I do not see why when 
such a request is made the fire com- 
panies find it necessary to consult at- 
torneys, the Western Actuarial Bureau 
and other organizations or individuals. 


When I make a request of the life 
compqnies, there is never any come- 
back. They respond with alacrity. 


They do not question my motives. I 
want to say that the life companies 
have the right idea in their relationship 


with the insurance department. They 
cause us very little trouble. The 
casualty companies are usually very 


good in responding to demands. I 
should say that the life companies are 
almost 100 percent; the casualty com- 
panies about 90 percent and the fire 
companies about 25 percent in their 
promptness in dealing with my depart- 
ment. The life companies carry on 
their business in a dignified, practical, 
common-sense way. They do not try 
to beat around the bush, find excuses 
or clog the machinery of the depart- 
ment. They are there with the goods 
when they are asked. 


Acted Too Late 


“Some weeks ago the fire insurance 
managers of the west gave me a lunch- 
eon in Chicago. In making some sug- 
gestions to the managers as to how 
they might co-operate with the depart- 
ment, | suggested that a small com- 
mittee be appointed to assist in codify- 
ing the insurance laws of the state. 
About 10 or 15 days ago I was notified 
that the Western Union had appointed 


a committee of five but the Western 
Insurance Bureau has appointed no 
committee. Inasmuch as the work is 


nearly completed, I will not call on 
these men to assist. They took action 
when it was too late.” 


Legal Advertising Plan 


“When I made a request that the in- 
surance companies change their method 
of distributing the legal advertising in 
which extracts from financial state- 
ments are published, the Illinois life 
companies signed a letter and sent it to 
the outside companies suggesting that 
remittances for the advertising be paid 
to me or someone whom he might des- 
ignate. The fire companies, on the 
other hand, have insisted on following 
the same course that they had during 
the last few years which they know is 
not desired by the departments. We 
want this advertising done in a way 
that the department can properly su- 
pervise ~~” 


Great Northern’s Big Game 


The Great Northern Life, with ex- 
ecutive offices in Chicago, reports 
writings for July which are more than 
twice as large as for the correspond- 
ing month last year. The total for 
July, 1922, was $385,500 as against $176,- 
750 for July, 1921. The company, 
which is now controlled by men _ con- 
nected with the Central Business Men's 
Association of Chicago, with H. (¢ 
Royer as president, has enjoyed an ex- 
ceptional growth under its new man- 
agement. 


Thomas W. Blackburn, secretary and 
general counsel of the American Life 
Convention, with headquarters at Omaha 
has been elected a member of the execu- 
tive committee of the American Bar As- 
sociation. 
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Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000 


Rates per Thousand 


Age Premium Age Premium 
21 $14.24 _ $24.44 
22 14.57 40 25.40 
23... 14.92 4l 26.40 
24 15.28 42.. 27.48 
25. 15.66 43 28.62 
26 16.06 4. 29.83 
Scene’ 16.49 45 . 31.12 
28. . 16.93 46 32.50 
ee 17.43 47 33.97 
30 17.98 48 35.53 
18.54 49 37.21 
= 19.14 50 . 38.99 
—_— 51 40.88 
M.. . 20.46 52 42.90 
a 21.17 53 45.07 
36 . 2191 54 47.37 
37... . 22.71 ee 49.82 
38 23.56 


"MANAGERS WANTED 


James of Fulton, Agency Manager 
Phili p Burnet, President 


Continental Life Insurance Co. 


Wilmington, Delaware 











- ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 
CHICAGO, ILL. 














ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHI 
Telephone Randolph 3473 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Blidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ves, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared 
Tre Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 

NITCHIE 


J H. 

. ACTUARY 
1523 Association Bldg. 19S. La SalleS t. 
Telephone State 4992 CHICAGO 














REDERIC S. WITHINGTON 
Consvutine ActuaRY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 





=| 








ctuaries & Examiners 
OHN ra TOGDON too Gates Buildine 


Kansas City, Me 




















More agents reaé The National Undéer- 
writer than any other weekly newspaper 
of insurance. There are reasons—plenty 
of them. Our subscribers know. 





jing, Saturday 





GATHER AT GALVESTON 


AMERICAN NATIONAL MEETING 


Anico Club Members Elect—200 Repre- 
sentatives From 20 States Meet 
at Home Office 


GALVESTON, TEXAS, 15.— 
Around 200 field representatives of the 
American National from the 
agencies in 20 states and the 
of Cuba, gathered in this city last week 
for their 17th annual convention. The 
company has each year invited the lead- 
ing producers to at which 
time business meetings held and 
various problems and plans for future 
development discussed. 

Progress of Company 


Aug. 


various 
Republic 


Galveston 
are 


W. J. Shaw, secretary of the company, 
presided as chairman of the meetings, 
and in calling the first meeting to order 
referred = the company’s progress dur- 
ing the 17 years and the record of the 
rst six ‘aie of 1922, showing that 
the company now has liie insurance in 
force amounting to $165,000,000, with as- 
sets of $13,000,000 and surplus of $2,100,- 
000. He also referred to the fact that 
the company’s field of operations has 
been steadily expanded until now agen- 
cies are maintained in 20 states and in 
Cuba. At his suggestion a motion was 
unanimously adopted making the com- 
pany’s slogan, “Two Hundred Million 
im 1923.” 

C. W. Nugent, general counsel, made 
the address of welcome and dwelt at 
length upon present conditions, and the 
opportunities for rendering a_ greater 
service to the public through the com- 
pany’s various agencies. Inspector W. 
H. Long, of Houston, responded on be- 
half of the field men with a most in- 
spiring, instructive and entertaining 
speech. He was followed by Earl C. 
Pollard, ordinary instructor, who made 
an interesting talk on “Methods of Ap- 
proach” and “The Ideal Salesman.” 

Industrial Meeting 
the industrial field 
meeting in Hotel 
subjects of par- 
discussed and a 


Friday afternoon 
men held a business 
Galvez, where various 
ticular interest were 
spirit of keen rivalry demonstrated in 
the numerous challenges issued and 
readily accepted by the leaders present 

G. H. Driggers, ordinary instructor, 
gave a jor illustration of the “Per- 
fect Canvass,” using the audience as the 
prospect. He was followed by Ordinary 
Instructor N. B. Feezor. Among the 
other subjects discussed at these meet- 
special talks were made on “Our 
Company” “Claim Adjustments” 
“Debit Control”; “Renewals”: “Anico 
Records”; “Life Insurance as a Profes- 
sion 


ings, 


Anico Election 

the Anico 
ordinary 

elected 


secre- 


annual meeting of 
Club, the $150,000 club of the 
department, P. J. Harvey was 
president and J. P. Youngblood, 
tary for the ensuing year. 

Friday evening the visitors were given 
a banquet at Hotel Galvez. During the 
course of the meal many telegrams were 
received and read. These reflected the 
interest of the “stay-at-homes” and an- 
nounced their determination to qualify 
for the next annual meeting. 

A general informal get-together meet- 
ing was held in the home office build- 
morning, giving those in 


At the 


attendance an opportunity to view the 
home office equipment. 
Conducts Schools of Instruction 
Walter Cluff, supervisor of the de- 
partment of instruction of the Kansas 
City Life, has left for Decatur, IIl., 
where he will conduct a school of in- 


Cluff’s next trip is to 
from where 
the last of 


struction. Mr. 
be to Independence, Kan., 
he will go to Colorado 
August 
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FARMERS NATIONAL MEETING 


Agency Leaders Will Spend Three 
Days in Recreation at Cedar Point 


This Week 
The members of the $100,000 Club 
and the $200,000 Club of the Farmers 
National Life met in Chicago Thurs- 
day morning of this week. They were 
entertained during the day by the 
executive office force. That evening 


they left in special sleepers for Cedar 
Point on Lake Erie where they will 
spend Friday, Saturday, and Sunday. 

rhere will be no business session dur- 
ing the four days. It will be devoted 
altogether to recreation. The members 
of these clubs have worked hard dur 
ing the past year and as a result the 
company: has written more business 
than during the preceding 12 months. 

The management of the Farmers Na- 
tional Life believes that men who have 
worked as hard as the members of these 
clubs should be allowed to play when 
they have their annual mecting 

[The members of these clubs with 
their wives will be accompanied to 
Cedar Point by the Agency Director A. 
O. Hughes, and Mrs. Hughes 


Prizes for Persistency 


Farmers National Life 
to the agents that 
months period from 
July 1 to June 30 have renewed the 
highest percentage of their preceding 
year’s business. Only those agents can 


Each year the 
awards five prizes 
during the twelve 


compete for the prize that have $150,- 
000 or more business to be renewed 
during the 12 months period. To com- 


pete for the second prize, an agent must 
have $100,000 or more of business to 
renew during the twelve months period 
and less than $150,000. To compete for 


the third prize, an agent must have 
$75,000 or more of business to renew 
and less than $100,000. To compete for 
the fourth prize, the agent must have 


at least $50,000 or more of business to 
renew and less than $75,000. And to 
compete for the fifth prize, the agent 
must have $25,000 or more of business 
to renew and less than $50,000 

Che first prize for the period ending 
June 30 was $150; second, $100; third, 
fourth, $50; and fifth. $25. In ad- 
dition to the cash prizes each winner of 


$75; 


a cash prize is to be presented with 
a handsome gold watch properly en 
graved 

The prizes have just been awarded 
They are: First prize, F. B. Homsher, 
Fort Wayne, Ind.; second, J. D. Gris- 
wold, Camp Point, IIL; third, Sam 
Dark, Colchester, Ill.; fourth, C. M. 
Walker, Plymouth, Ind.; fifth, H. C. 
Ott, South Whitley, Ind 


Codifying Illinois Laws 
Insurance Houston 


of Ill 


Superintendent 
who has been at work 
codifying the insurance laws of his 
state, will complete the work in a few 
days. This is a highly desirable under 
taking the part of Superintendent 
Houston The laws will thus be 
brought together in a convenient and 
compact way so that they are readily 
accessible 


mois 


on 


First Life Insurance in 1583 


The first recorded life insurance pol- 
icy was issued in London in 1583 on the 
life of Lillian Du Gybbons for twelve 
months. It was underwritten by thir- 
teen individuals, the premium being $50 
a $500 


New Texas Company Licensed 


The Standard Mutual Life of Dallas 
was licensed last week by the Texas 
department. The company has assets 


to $6,128 and liabilities of 


amounting 
Q. Youngblood of Dallas is 


$915. G. 
president. 





@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Vat Aenal 


neurance Company 


Home Office, Madisoa, Wis. 











HOME urs gi NSURANCE co. 


WM. A. MARSHALL: President 

The 62nd Annual Report s Report shows: 
feceived during the 
Payments to Policyholders and 
their eficiaries in Death 
Claims, Endowments, Dividends, 





year 


a. sevnsssaneesheiaenoumenanen 
Amount added to the Insurance 
RONED. TM vccssscceseesencses 2,121,357 
Net Interest Income from Invest- 
ment 
($642,638 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.4% 
of the amount expected. 
Insurance in Force...........ssss+ $223,116,887 
Admitted Assets 43,222,328 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


General 
Cured ond Score See end Nerthwe 


entucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 





Pty Northern Ohie 
2-23 News Building 

















Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 


Best of contracts to 
agents. 


TwogeneralAgenciesopen 
in Iowa. 
Write for information. 


LOUIS H. KOCH, President 
National American 
Life Insurance Co. 


Burlington, Iowa 
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The Close of the Day’s Work 


HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Compan 
LOUISVILLE, K TUC 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, G a 


MUNCIE, 








INDIANA 











George Washington Life Insurance Company 


A Definite Territory 
A Liberal Contract 
Low Premium Policy Contracts 


Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 











SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


INSURANCE IN FORCE DEC. 31, 1921 ; . , $37,100,961 
Assets . ‘. ‘ : : . . ; ‘ 4,442,069 
Payments to Policyholders since Organization ° . , 3,727,743 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
Openings for General Agents and Managers in Fifteen States 


Address Se. GOSS, Vice-President and 





ROOKERY, CHICAGO 











August 17, 1922 





| WHO GOES TO CONVENTION 
OF NATIONAL ASSOCIATION 
(CONTINUED FROM PAGE 7) 
| tion favor a change in the theory of its 
| operation. Patterning more closely 
'after the federal government, there 
would be first, the national body of 
picked delegates, which confined its 
efforts principally to legislation and field 
policies. The actual expression of the 
National Association would be left to 
state associations and their constituent 
local organizations. 

The president would be relieved of 
much expensive detail through a per- 
manent assistant who would eventually 
become an expert in interpreting the 
needs of the craft and anticipating them. 

Here lies an untouched field. Who 


| can measure up to the greatness of the 


task, and who, in the National Associa- 


form and skill enough to actually put it 
across? 
Some day the Nationa! Association 


' 
] 
| tion, has the courage to initiate the re- 
| 


| will, through its local chapters, have a 


membership of 50,000 instead of 15,000. 
Some day it will begin to apply to its 
own problems the same expertness of 
salesmanship that it so well advocates 
for the craft. 


Two Chicagoans to Speak 


\t the agency convention of the 
Franklin Life of Springfield, IIL, to be 
held next week at the home office. 
Darby A. Day of Chicago, manager 
of the Mutual Life and president of the 
Chicago Life Underwriters Association, 
will make an address on “Loyalty to 
the Insurance Institution.” Another 
Star speaker will be I. H. Offner of 
Chicago, agency counsellor for Bokum 
& Dingle, managers of the Massachu- 
setts Mutual Life, who will speak on 
“Business Insurance.” 





New Texas Commissioner 

Ed Hall has resigned, effective Sept. 
1, as commissioner of insurance and 
banking of Texas to become first vice- 
president and a director of the Dallas 
| County State Bank. W. W. Woodson, 


| president of the First National Bank of 


| Waco, has been appointed by the gov- 


| ernor to succeed Mr. Hall. This change 


will not affect John M. Scott as deputy 


| insurance commissioner of Texas. He 
; will continue in that capacity, 


Zahner Takes Charge 


Bert H Zahner has now taken the 
position as manager of the Chicago 


| branch office of the American Life Re- 
| insurance of Dallas, Tex. Mr. Zahner 
| nes formerly connected with the busi- 


ness in St. Louis. Fred B. Strudell, 


the secretary of the American Life 
| Reinsurance, who has been in charge 
|}at Chicago, has now returned to the 


| head office. 


Missouri State’s New Plan 


Vice-President T. F. Lawrence of 


| the Missouri State Life has made for- 


| mal announcement that the company 


will allow full first year commissions 
and nine renewals at 5 percent for 


| business placed with the company by 
| brokers or agents of other companies. 


A similar offer has been made hereto- 
tore through the company’s branch of- 
fices located in large cities, but it has 
so far been handled as a local propo- 
sition. 








MAKING MONEY 


That DETROIT LIFE Agents are making money is evident from the fact that during the 
first six months of 1922 Detroit Life Agents wrote $7,885,000 of new business in Michigr 1. 


This is an increase of 40 per cent over the same period last year. In June, DETROIT 
LIFE Agents wrote $1,808,000 of new business in Michigan. 


There are some very fine agency opportunities with the Detroit Life, especially for expe- 
rienced agents. Can also use a few parttime men. Home office co-operation assures success. 


M. E. O’BRIEN, President. 





} brings the agent into contact with inter- 


Fidelity operates in 40 states. Full level 





FIDELITY LEAD SERVICE 


ested buyers of life insurance. Last year 
we distmbuted 47,604 direct leads—all in- 
terested prospects who had requested 
information. In 1921 this service, and 
Fidelity’s original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 


net premium reserve basis. Insurance in 
force over $223,000.000. Faithfully serving 
insurers since 1878. : 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, 
PHILAD HIA 
Walter LeMar Talbot, President 


























Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


anf 
Contract direct with the 
Company. 

aff}. 


Over $125,000,000 of in- 
surance in force. 
_, 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


W rite direct to the Home Office, 
Springfield, Ill. 











“Ord.-20 Pay” 


The two forms most sold, because most useful. They 
fit the needs of the policyholders. But a big advance 
is the combining of both in one policy. THE COM- 
PLETE PROTECTION POLICY. It gives the 
insured the benefit of an ordinary life policy if he dies, 
and a twenty-payment life policy if he lives. Agents 
will be interested in this form. 


A policyholder is a friend, but a stockholder is actively 
interested. THE ORGANIZATION POLICY 
carries one share of Company stock with each 
$1,000.00 of insurance. The stock is paid for out of 
the dividends. 


Good Territory Is Still Open 





W. C. COLEMAN W. M. G. HOWSE L. W. CLAPP 
President Secretary Treasurer 


LOUIS A. BOLI, Jr. 
Vice-President & Agency Director 


WICHITA, KANSAS 





























HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 














DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive company 


If YOU'RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract that will meet 
with your approval. 
































Every Chance for Success 


Every agent of ours has an equal 
opportunity to make good. 
Every possible aid that can be 
mustered is employed in equip- 
ping all our agents with timely 
information that will help him 
to forge ahead in his work as 
an insurance man. It is our 
aim to equip and render service 
to our agents so that they will 


become known everywhere, as 


life insurance men who are 
giving genuine insurance help 
and service to their policy- 
holders and prospects in their 
life insurance problems. 


The new agent, especially, val- 
ues a home office opportunity 
of this type. It gives him a 
firm foundation and a good 
start in the right direction. 





OTTAWA, ILLINOIS 





